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“6 AYYBE yes, maybe no. 
bes, may be so,” is a little rhyme that is 
applicable to a consideration of weather as a 

selling instrument par-excellence. Nothing takes the 
place in May of good weather in the movement of shoes 
from merchant’s shelves on ‘to the feet of the con- 
sumer: A few torrid days in May will do more to start 
the summer selling season than any other help of price, 
style or color. 

Reports from all over the country indicate that an 
April burst of fair weather started shoe sales. Fortu- 
nate for the merchant who had colorful shoes, for the 
demand was in that direction. This season indicates by 
its first sales extreme colorful- 
ness. For example, Morris 
Wolock of Chicago, went 
color crazy and translated 
color into every material, 
through the entire list of 
lizards, snakes and kid, and 
doubled up by building bags 
to match. His adventure into 
color was spectacular, and it 
also proved the wisdom of his 
style-audacity. 

A check up the country over 
has developed the same funda- 
mental—color and more color. 
All the doubts on Lido Sand 
have been dispelled. It is the 
one big bet of the season. It 
started with a flourish and has 
increased the pairage to such 
an extent as to indicate carry- 3: 
ing the country, and being the 


Weather Brightens Shoe Store Sales 


May Gives Promise of ‘Real Selling at Retail 


Some of the may- _ 


outstanding color of the spring and summer season. 

The demand for red, green and purple—even laven- 
ders, blues and light greens—has gone beyond the novel- 
ty stage and into positive assurance of salability. 

Bronze is the surprise color of the season for formal 
afternoon and evening wear. It is a perfect comple- 
ment for the lighter capucine shades. Pumpkin is 
beginning to show in leather, as well as in materials 
such as shantung. 


LL shades of blue kid, from sky blue to Comman- 

der take precedence, when the call is for a blue 
ensemble. Citron shades are dominating the high-grade 
footwear demand. 

But with all this colorful 
interest which has aided in the 
sale of more pairs of shoes, 
patent and black kid pumps 
and one straps are listed for 
May leadership, speaking in 
terms of volume.- In the . 
popular-priced shoes fancy 
snakes are sold everywhere. 
In better grade shoes Java 
lizards, with gun metal trims, 
are developing current sala- 
bility. The public is already 
beginning to make its selec- 
tion of summer time footwear, 
and if the shoe trade has the 
courage to venture into new 
things, this promises to be one 
of the greatest footwear sea- 
sons. 

It takes a burst of warm 
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Cammeyer on upper Fifth Avenue. The pre- 
-eedent of a century of shoe stores: was broken 
when the salon opened with not a carton visible, and the 
dignity of service and style selection substituted. 

The next step was the development of salon type of 
shoe stores on the Pacific Coast. These pioneers com- 
bined custom work with ready-made shoe fitting, and 
lifted the horizon of price and service. 

The first real appreciation of the public of a proper 
price for footwear was the result of this innovation in 
store designing. Since that time the progress has truly 
been amazing. In the past ten years thousands of stores 
have been redesigned to combine the idea of a salon 
where shoes were selected, fitted and purchased from a 
practical, nearby concealed stock. 

The entire theory of concealing the stock has necessi- 
tated original design of store interiors. The majority 
of the new stores conceal the stock behind partitions, 
forming the inner walls of the shoe store. Between the 
wall of the salon and the actual wall of the store are two 
rows of stock racks. How to reach these racks is a 
-problem. The majority of stores just cut over door 
ways and cover the entrance with a harmonizing portiere. 
The surplus stock is carried in the basement, and a dum- 
my elevator brings up the pairs on call. 

Because the majority of stores are built low and nar- 
row, the problem of stock racking is solved in these 
stores by cutting off the back and making it a store 
room, service station, etc. One thing is certain, that the 
salon type of store necessitates more walking to and 
fro by clerks. This is not entirely without its advan- 
tage, because fewer shoes are brought to the customer, 
and more careful measurement of the foot, prior to 
fitting, is necessary. 

The problem of a small reception room, either in front 
or in back of the store, is something to be considered in 


‘To first practical parlor shoe store was by 
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A simple interior, which on 
first glance, looks” far 
moved from shoes and ho- 
siery. West Toledo Boot 
Shop, F. A. Eley, proprie- 
tor, Toledo, Ohio 


salon type shoe stores. These stores must have more 
walking space and fewer seats than the regular type 
shoe store that utilizes three walls for stock and the 
center of the store for fitting chairs. 

A constant vigilance is necessary on concealed stock. 
It is so easy to hide poor selling shoes in basements. 
The old, regular type of store which carried all of its 
stock on the side walls, kept that stock in constant move- 
ment, being reracked daily so that the store might show 
an orderly appearance at all times. 

Salon type of shoe stores, all on one floor, usually 
operate on small stocks, because of the necessity for 
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To (conceal a Store's Stock is an cArt in Shoe Store Designing 


keeping quick selling shoes close to the fitting room. 
What these stores sacrifice in space is more than made 
up for in rapidity of turnover. There is no question 
but what salon type shoe stores are on the increase. 
‘They are not as practical for service as the regulation 
shoe store with stock on three walls, but they are an 
index of merchandising in the modern manner. 

Walls of one tint, floors of another, curtains entirely 
of another. Here sits a chair upholstered in flaming 
There is a divan in an entirely different shade. 


colors. 


A club room effect in 
shoe service to men by | 
Marshall Field of 


Chicago 


Modernism in rug, up- 
holstery, paneled wood 
work and portiere in the 
Shoe Salon Moderne of 
Williamsport, Pa. 
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It forms a pleasing ensemble and after the first shock 


- to the conservative eye, becomes a place of distinguished 


charm. If you have been to California you have been 
struck by the color used everywhere, on the exterigrs 
as well as interiors. Some houses are pink stucco, others 
blue, still others bright chrome. And so on through the 
range of color. Inside the color arrangement is still 
more striking. At first it seems to be a riot but after 
a moment it comes to you that here is something to make 
life worth living. What is the charm of the average 
California town? Color! What makes Florida resort 
places such enticing, charming, compelling things? 
Color again. New England’s white houses, green blinds, 
flowers, are all beauty. Pennsylvania’s farm houses 
with rugged simplicity of stone, brown and red, red 
roofs, great barns with colors predominant. But when 
you reach the region of unpainted outbuildings and 
shacks your eyes refuse to look. You turn to your news- 
paper and let the landscape alone. 

Let us have more color and after that still more. 

A proper color scheme for a store is one that begins 
at the floor with a dark shade and tones lighter as the 
eye travels upward, finally culminating at the ceiling in 
a very light tone. The best floor is a neutral brown or 
senna, not checkerboard, plain pattern if any, no gaudy 
stripes, flowers or fancy things to hold the eye. A floor 
is intended as a thing to walk on, not to gaze at. The 
first thing that greets the eye as a person enters a store 
or home, is the floor covering. If it is not well toned it 
will kill off all the beauty of the walls and ceiling. 
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Getting More Shoes Sold 
The Price Battle 


HERE never was a time in economic history when 

you could get more for the money than today. The 
American standard of living can be maintained and im- 
proved by the maintenance of a high wage scale, and 
the desire for possession of things and more things by 
the public insures a continuance of more business for 
more business’ sake. 

The spring employment survey shows a gain of 8.71 
per cent over last year. That indicates that more people 
are making more money to buy more things. In the 
manufacture of things, President John E. Edgerton of 
the National Association of Manufacturers reports that 
“Industries throughout the country are operating at a 
rate of 85.1 per cent of their effective capacity, and that 
the summer outlook for manufacturing employment is 
excellent.” Let’s hope this picture continues to be as 
bright. 

There are spots throughout the country where the sales 
of shoes at retail have been well in line with this in- 
crease. Likewise, there are spots affected by weather 
and local conditions that show the reverse side of this 
pleasant picture. Therefore, no general statement can 
be made applicable to conditions favorable or unfavor- 
able for the sale of more pairs of shoes. 

The production of shoes, month by month, this year 
has not been up to the figures of last year. We have 
noted a trend on the part of some of the larger retail 
institutions to reduce to new minimums the prices of 
their shoes at retail. But it must also be noted that when 
a concern like O. & G. in Chicago drop their minimum 
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prices in women’s shoes from $6.50 to $5.50 that it is 
for the purpose of getting in a volume of customers who 
previously were not particularly customers of the house. 
On the other side, that same house has an enviable 
reputation for the number of pairs sold at high prices 
to the women of Chicago. 

To increase the number of lines of shoes and to 
widen both ends of the price range (to add some shoes 
at a dollar less, and at the same time to sell more shoes 
in the higher brackets) is merely an index of good mer- 
chandising coverage. Most: stores have a capacity for 
selling greater than now enjoyed. 

Any hour of the day that shows a large proportion o/{ 
empty seats in a store indicates that that store isn’t get- 
ting all the business which it would like to enjoy. If it 
develops a theory of merchandising which hashes the 
prices and by increasing the spread increases the number 
of customers, then it is merchandising according to 
plans laid out for service to an increased number o/ 
customers. 

Some stores have found it necessary to depart- 
mentize shoe selling, while others believe in one fitting 
floor selling all the types of shoes in the domocracy of 
service. 

This is a good time of the year to study the divisions 
of trade that bring in cash and also to analyze what 
it costs to carry charge accounts in the light of delayed 
payments. But whatever you do hold to quality—in the 
grades carried. 


Prevention or Cure 


AN a shoe be both preventive and corrective’ 
Can it combine the faculties of keeping normal feet 
normal and at the same time correct the abuses that are 
uncommon foot ailments and due to health-errors in the 
past ? 

The theory of correction, which services feet “out-o/- 
the-ordinary,” or with malformations, is beginning to 
be specifically understood as a cure by prescription or 
by very professional fitting. On the other hand, shoes 
with preventive features incorporated therein, have 
those elements of support or flexibility, or pressure or 
lack of pressure in parts of the shoe, all calculated to 
keep normal feet from weakening. 

All over this country we are finding a public better 
acquainted with the features of shoe fitting, and the 
properties of shoes for cure or for prevention against 
ailment. The public is beginning to understand shces 


and their purposes. 


Wedge of Wisdom 


ILLS have been passed by four state legislatures im- 
posing graduated taxes on store chains, the tax on 
the first few stores being nominal, but showing an 
abrupt jump when the stores in the chain number six. 
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Georgia, Maryland and the two Carolinas are the states 
having taken this step. Ohio and Michigan lawmakers 
have similar legislation in contemplation, but the fact 
remains that the courts have not always upheld the 
right to this form of taxation. They invariably bring 
up the factor of interstate commerce. Most of the 
legislation has been advocated by merchants. There 
has been little form of public sympathy attached to the 


_ bills. 


It is undoubtedly true that many merchants are 
troubled by the competition of the units of chains operat- 
ing in their towns—rightfully so, because if the battle 
is carried on in the same price range, the chain store has 
much of the advantage. One thing overlooked is the 
fact that when a chain develops up to a point where it 
has 200 stores or more, the average profit. per store 
can be only $500, and the total net profit will be $100,000. 
Very few stores could do business on a small salary roll 
of the chain and hope to continue with such a small 
profit. 

In France the tax laws affect shoe chains because they 
are written in a spirit sympathetic to the small store 
keeper. There is very little hope of getting a mass 
public opinion favorable to excess taxation on chain 
stores, for the simple reason that the public inevitably 
goes toward better goods and better service. 

It remains to be seen, however, whether chain stores 
can compete with the betterment in goods and service 
noted the country over 
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In the first place it is questionable whether such taxa- 
tion can be made operative, and secondly, nothing will 
ever take the place of sincere effort and interest in the 
public’s behalf. If the individual store has that en- 
thusiasm for service and the right goods, it need fear no 
chain. 


Three Ways to Profit 


HE wave of black in men’s shoes still continues. 
The theory of ensemble is certainly affecting sales. 
The less said about black shdes after six o’clock from 
now on the better. If a man is wearing a suit in the 
brown or wood shades, he is not in the proper picture 
when he steps out of his tans into evening blacks. 
Let’s change the slogan to “Patents After Six 
o’Clock.” That is a trend worth encouraging. From 
the South comes the story of flannels, blue coats and 
patent oxfords and pumps. That is worthy of being 
emphasized at retail. 
Have you noticed the demand for men’s slippers—the 
shiny, smart leather house slippers for radio time? There 
are stores all over the country that now sell and feature 


- radio slippers for men the year round. One group of 


stores has averaged one hundred extra pairs per month 
over previous seasons. 

There is opportunity 
in men’s shoes if a study 


in the last six months. 
Shoe merchants who put 
the wedge of experience 
into their advertising 


The Reason Why 


is made of men’s needs. 
Men can be led to pur- 
chase, but never driven. 
The resentrnent over the 


and publicity and store 
selling talk, catch the in- 
terest of the public by 
their reiteration of the 
real facts about feet and 
footwear. The true 
value of footwear to the 
health and enjoyment of 
life is something that 
every store, individual 
or chain has got to de- 
velop, and the advan- 
tages are all with the in- 
dividual store. People 
are ready to listen these 
days to the practical facts 
on shoes, real knowledge 
on fashion and the color 
place of style. The 
wedge of wisdom is 
being driven into mer- 
chandising. 

No merchant should 
depend too much on the 
advantages to be gained 
by legislative taxation. 


LA MESA SHOE STORE 
La Mesa, California 


We find your publication a great source of help 
in various phases of our business. It contains 
many practical ideas which even the smaller store 
can use to advantage. We look forward to the 
arrival of the Boot anp SHOE REcoRDER each 
week and read it with interest. 

Yours truly, 
(Signed) IRVING C. VEALL. 

Even the smaller store, Mr. Veall? Why 
emphasize the “even” when, as a matter of fact, 
fifty per cent of the material appearing in our 
editorial pages is designed to be helpful to 
those pale. 4 well run stores which we of the 
Boot aNp SHOE RecorveR consider the back- 
bone of the shoe industry—and whose number 
is legion. Merchandising ideas from the Field 
Editor, practical window trim ideas, style notes 
—all for the so-called “smaller stores”—these 
are features of every issue. 


President. 


advertisement of the 
garter around the neck 
of a man, with the say- 
ing, “You wouldn't wear 
the same collar everyday 
—so why your garters?” 
resulted in the resent- 
ment of mankind, and 
the wearing of no 
garters at all. 

The resistance of the 
hat people to the habit of 
going bare-headed re- 
sulted in fewer hats be- 
ing sold, until the temp- 
tation of color brought 
back the young man to 
new and novelty head 


gear. 

Let’s coax the man 
back to tans for daytime, 
patent leathers for eve- 
ning, and slippers for 
radio time. 
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Nautical blue kid, snake trim 


LAN for the “fashion quarter.” The 

one time of the year when every State 
has the same hot weather and when every 
merchant has the same problem—whether 
to throw his mind into clearance entirely 
or to play an extra pair per person for 
fashion, plus the economy of judicious 
clearance. A real style season is being 
developed in the garment trades for the 

months of July, August and September. 

__All of ‘the apparel groups interested in 

' summerish attire are concentrating on 
these three months in an effort to ‘pull 
them out of the clearance slump that has 
‘been the habit of. past years. : 

Shoe departments in department stores 
have been brought into line for a similar 
aggressive campaign of shoe selling at 

‘© regular prices. e advance ideas of 
"typical footwear, salable in this “fashion 
_ quarter” of the year gives high novelty 
an selection to pumps and fancy T straps. 
a _,,. Those departments that are looking ahead 

i, . for early fall showings as of September, 

now selecting smart broad straps. 

‘ Here is the summary as made by 
Maduent Hamilton Jeffries, fashion edi- 
tor of the Boor anp SHor Recorper, on 
the “best bets” for the period of July. 
Au st and September. 

_ * “Fancy T-straps and pumps and some 
smart broad straps are outstanding in 
fashion’s highway. Genuine and syn- 
thetic lizards and snakes are amazingly 
important in all-over and intriguing com- 

_ binations. The uses of base colors for 


Closelete brown suede with 
luster kid 


Black novelty 


Black suede with brown 
lizard 
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or 


AUGUST 


Prada brown suede—beige 
gray watersnake 


Beechwood calfskin — gray 
green lizard 


Antique purple with violet 
and purple inlay 


Blue with capucine and gray 


appliques on snakes and lizards will later 
in the season be followed by an exact re- 
versal. Unlike other seasons there is need 
for snake and lizard in the fall picture. 
Lizard is highly favored by the bench 
makers and discriminating clientele. 

“The secret of the smart and snugly 
fitted T-strap is the hardly visible sweep 
of stock over the instep. Many of the 
particular pattern makers allow a slightly 
suggested fullness on the inside throat 
line, making the T-strap just a fraction 
off center. The curved ankle strap of a. 
little wider proportions has been success- 
fully adapted for the fall picture. Pumps. 
of simple lines, featuring unusual detail! 
combinations, with tab or clasp effect. 
The frosted or sharp colorings in these 
details are outstanding. 

“Combinations of suede and snake, 
lizard and snake, kid and suede, kid and 
reptiles, are the advanced themes for fall 
shoemaking.” 

A full quarter of the year, July, Aug- 
ust and September, warrant an extension: 
of advance footwear selling, and it is well 
for every store to plan exactly the sort 
of a campaign to put the idea over of 
smart shoes at regular prices. It will be- 
necessary to evolve new window displays, 
effective newspaper advertising and clever 
circularization. The cost of exploiting, 
through publicity, this extra season of the 
year, is worth the higher cost that must 
be expected. Many stores figure clear- 
ance publicity at so high a figure and 
destroy net profits following markdowns. 
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Intelligent Use of 
Fixtures Will Give 


Which SELL 


The One Described Here Cost $25 and Sold Every 
Sandal in the Store 


By HARRY R. TERHUNE 


PRINGTIME—end sandals are in bloom in San 
Antonio, Tex. For proof, see all the store win- - 


dows, paying particular attention at the moment 
- laid. A most realistic umbrella of black and orange, 


to that of the Paul Shoe Store, pictured above. 

Let’s see how L. L. Schmitt trims these windows. 
First, look at the bare windows. 
inlaid backs and floors-—light and dark walnut, with 
carefully worked designs of maple, perfectly matched, 
producing this strikingly futuristic effect. 

This window, beautiful as it is, would not sell shoes 
unless shoes were attractively displayed, so we will 
watch Schmitt as he puts in this sandal display. The 
props have been carefully planned and checked, so all is 
in readiness for the actual placing. 

First, he arranges the backdrop, which in this case 
is a blue silk drape shot with metallic silver, indicative 
of the skies. Then come the palm trees in the front 
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Note the handsome. 


used in painting the scene and the girl’s black and 
‘orange bathing suit, give a good touch of realism. 


corner, the beach scene, and a palm tree in the rear. 
These were all made of wallboard, right in the store. 
The palm trees are of three-ply board, carved and in- 


was also made of the same material, as was the beach 
scene. The bathing girl is cut out from her shoulders up. 
The natural colors of the blue ocean and the yellow sand 


With the three grass mats placed, the window is 
ready for the stands, hosiery and shoes, and the job is 
done, ready for the photographer. 

Would you be interested to know these facts? This 
early sandal trim cleaned the store out of these shoes. 
The effect on customers was lasting. 

The trim, which cost $25, was afterward sold to an- 
other store at cost price. . 
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During the course of the evening’s work, Schmitt 
made many interesting comments. 

“A shoe is at its worst when taken out of the box, and 
looks its best when on the foot. That is why we pay 
so much attention to forming. The use of white shellac 
on the under side of high riding straps will do wonders 
in holding the straps in shape. If ordinary pumps and 
step-ins are dampened in plain water and set on forms 
overnight, they will stand 
up fine in the windows. 


pe OVEN sandals 

look like the 
dickens unless properly 
treated. First, we cut 
a heart-shaped form out 
of cardboard. This goes 
under the vamp, then the 


The entrance view of the Paul store, showing the grace- 
fully arched ceiling and the two attractive windows 


And what's more, after the trim had outlived 
its usefulness, it was sold to another store for 
just exactly what it had cost. This is what we 
call fairly inexpensive window trimming 


shoe is stuffed with tissue paper and lastly the vamp is 
dampened with a solution of starch and water. When 
thoroughly dried, the sandals stand up as nice as can be. 

“Varying the backgrounds with different drapes and 
flowers every week gives an entirely different appear- 
ance even if the same shoes are shown. 

“Ordinarily our windows show both staple and 
daring shoes, so two distinctive displays have to be 
blended in one window. 
Sometimes the novelties 
are in the front of both 
windows, or the attack 
is varied by having the 
staples up front. It all 
depends on the particular 
buying trend that hap- 
pens to be in vogue at 
the moment. . 
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Dedicated 


to the EDUCATION of the MEN 
and WOMEN on the FLOOR. 


Turning “The Looker” 
into a Buyer 


“ss OW Do You Sell a Customer 
H Who Says—‘Nothing today 
Just Looking’?” our 

April prize problem, brought to the 
editor's desk an unusually voluminous 
mail. Enough good ideas were given 
to fill a large sized book—a half a doz- 
en playlets were written on the subject, 
and replies came by special delivery 
and air, as well as regular, mail. The 
first prize for excellence of this problem 
is awarded to John B. Hodges, of The 
Royal, Inc., shoe department, 340 West 
Broad Street, Savannah, Ga. The sec- 
ond prize is awarded to Mrs. Simon 
Cohen of the Ottawa Outlet Co., Ot- 
tawa, Kan. Several other solutions to 
this problem were of equal value with 
those of the two prize winners, above 
mentioned, but in cases of this kind, 
the editor gives preference to the first- 
received answers — allowance being 
made for mailing distance from Boston. 


(pITED by Helen M.Haney 


Don’t “Rush” a Prospect 


SAVANNAH, Ga.—John Hodges, 
salesman at The Royal, Inc., men’s 
wear, shoes, etc., says: “Never lose 
your enthusiasm in selling a customer 
who says ‘she is just looking.’ Sales- 
manship should be above that required 
in the corner grocery store—just hand- 
ing out sardines and crackers, as called 
for. Don’t rush the prospective cus- 
tomer. Forced salesmanship is ab- 
solutely suicidal. Begin your sale grad- 
ually and in a dignified manner ‘size 
up’ your prospect, paying careful at- 
tention to wearing apparel and con- 


Politely observe what prospective 
Das, customer wears 


versation; then begin to gain the cus- 
tomer’s confidence, and so be in a posi- 
tion to suggest what would be suitable 
footwear. The chief assets in sales- 
manship is to be a good judge of 
human nature. Customers who are ‘just” 
looking,’ and say ‘nothing today’ are 
in reality looking for merchandise, but 
are not sure as to their exact wants. 
The ‘Just-Looking’ customer indirectly 
demands service of the salesman.” 
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Selling the “Nothing- 
Today” Lady 

By Harry B. Elfiqg*salesman at the 
McBryde Boot Shagy Detroit, Mich. 

(Customer) Nofffing today. 

(Clerk) Madani; we have just re- 
ceived a smart new tie in a color that 
would blend with your costume per- 
fectly. Here it is. 

(Customer) Yes, it is lovely but it 
means another pair of pumps, and | 
have so many now. 

(Clerk) May I try it on please? | 
am curious myself to find out its fitting 
qualities. 

(Customer) You are right. It is 
perfect with this frock and so com- 
fortable. You have tempted me and 
I can’t resist. Send the shoes to me 
please. You are a good salesman. 


Harrisonsurc, Va.—Sylvan B. Ney. 
of B. Ney & Sons, says—“Lady, have 
a seat and rest, while I try to find 
you a bargain. This remark makes a 
Sale, seven out of ten times.” 


* 
Don’t hesitate to approach pros- 
pective customer. She didn’t come 


to a shoe store to buy sardines 
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The “I’m Just Looking” customer 
may need service eventually 


When Prospective Talks 
Foot Troubles—It’s Easy 


Boston — C. B. Merrill, Merrill’s 
Grover Shoe Shop, Inc.—“The pros- 
pective customer hesitatingly told me 
about her foot troubles, and I enthu- 
siastically showed her ‘one of our new 
lines made for your type of foot, to 
give the required support’-—I asked 
if I might try on a pair of these ‘out- 
of-the ordinary’ shoes; asked her to 
walk around the room in them—Re- 
sult—another pair sold.” 


Nes.—E. L. Traylor, Bar- 
nett & Co.’s shoe department, says— 
“Through the medium of a well-written 
salesman-customer dialogue—Take care 
of your customer and your customer 
will take care of you. The ‘Looker’ 
did not want to try on shoes, because 
she had a sensitive corn, but I found 
a corn pad, plus the type of shoes her 
feet required, and made the sale.” 


Doctor Indorses 
Licensing Salesman 
Brooxtyn, N. Y. (Long Island Col- 
lege Hospital)—Henry A. Gartner, 
Mc. P, executive secretary, writes— 


“Recent Recorper article on licensing 


foot fitters, all good stuff. I have 
made shoes and fitted shoes for past 
25 years. Better made and better 
fitted shoes, mean better health.” 


Cuicaco, Irt.—William F. Gunns, 
retail shoe salesman at Wellworth’s, 
says—“If retail shoe salesmen were 
licensed as are doctors and dentists, 
the public would have more confidence 
in us, listen to what we say, and would 
buy the shoes we tell them would be 
proper for their feet, the more readily 
because they would understand that we 
know the merchandise of our business, 
or profession, and are not ‘just clerks 
offering goods that we must sell or lose 
our jobs.” ” 
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The May 


from each type? 


If you were a retail shoe mer- 
chant and had served for many 
ears what might be termed as a 

read-and-butter” trade with 
staples, and corrective shoes, at 
medium prices; or, assuming that 
you were starting a shoe store, in 
which you were featuring wo- 
men’s shoes: Would you consider 
that you could successfully pro- 
mote medium-priced staples and 
corrective shoes, with medium- 

riced novelty shoes, to do full 
ustice to each line, and to thereby 
make the greatest profits for your 
store? 

Perhaps, your brother retail 
shoe merchant might be concen- 
trating on women’s novelties with 
ges success and you would pre- 
er not to allow him “to have 
things all his own way.” 


Prize Problem Will 
Bring $15 to Retail Shoe Salespeople 


How would you promote women’s corrective and staple shoes, 
in connection with novelty shoes, to make the greatest profit 


The above question was sug- 
gested by the shoe merchandise 
man of a big store: Let’s have 
your ideas. 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 

Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns May 25. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 80 Federal 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN MAY 15. 


Peoria, Irt.—U. B. Senger, G. R. 
Kinney Co., Inc., says—“Suggest a new 
style, or color, fitting and quality ; show 
hosiery, mention polish. If you then 


Here’s a Dash of Do’s 
and Don’ts 


James F. Frank, Shoe Buyer of 
Bon Marche, Lowell, Mass., tells 
his salesforce: 


Do, please, handle light colored 
shoes with clean hands. Wash 
hands frequently. 

Don’t show more than two 
styles of light colored shoes at a 
time. Show singles. 

Do be sure to re-wrap light col- 
ored shoes in original tissue pa- 
per in carton immediately after 
showing. Replace cover on carton 
as soon as shoe has been taken 


out. 

Don’t take out a pair of light 
colored shoes, throw away paper 
and then have to hunt around for 
fresh tissue in which to wrap 
them, if not sold. 

Do remember to keep labels on 
boxes clean. Relabel frequently, 
especially in summer time. 

Don’t neglect to inspect light 
re shoe stock at least twice a 
wee 

Do remember that a neutral 
polish, applied lightly, with clean 
cloths, readily cleans light col- 
ored shoes. Keep ’em spotless. 

Don’t forget that a shoe tree re- 
shapes shoes that are “a bit dilap- 
idated” from several “try-ons.” 

Do remember the importance of 
stock-work. 


cannot sell, ask customer to call to 
look at some newer merchandise which 
you will have in a few days. 


Salesmanship “Tips” 


Newport, News, Va.—C. D. Creech, 
Broadway Shoe Store, says: “There 
are two kinds of customers—the ‘hard- 
to-fit,’ and the ‘hard-to-suit,’ making 
Class No. 1; the other class is com- 
posed of ‘the price customers.’ Never 
let the ‘Lookers’ think you are trying 
to sell them.” 


New York—Aaron Gluckman, The 
Wise Shoes, Inc.—“The looker of 
today will, in many cases, be the buyer 
of today, if handled properly. Just 
looking is a protective phrase used by 
many undecided persons, but it fur- 
nishes a cue to the salesman.” 


Smilinglu show the goods 


the 
ng 
Tol 
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Overcoming Sales 
Resistance 


(A One-Act Playlet.) 

By Mrs. Simon Cohen, saleswoman 
at the Ottawa Outlet Co., Ottawa, 
Kan. 
(Woman customer comes in store). 

Clerk: “May I wait on you, please?” 

Customer: “No, thanks, I’m just 
looking.” 

Clerk: “While you are looking I 
have something very nice to show you. 
We've just got in a beautiful pump.” 

Customer: “Have you?” 

Clerk: “Yes.” 

Customer: “Well, I might look at 
it, but I am not ready to buy anything 
today.” 

Clerk: “Well, you don’t have to buy 
unless you want to.” 

(Clerk shows the customer the 
pumps. Customer doesn’t seem to like 
them very well. Clerk shows custom- 
er another shoe. Customer seems to 
like this one very well.) 

Clerk: “Won’t you please let me 
take your shoe size?” 

Customer: “Oh, no! I won't bother 
today.” 

Clerk: “I just wanted to see how this 
shoe would look on your foot.” 

Customer: “Well, all right.” 

(Clerk fits shoe to customer’s foot 
—customer regards shoe approvingly. ) 

Customer: “I really wanted a pump 
with a buckle—something for evening 
wear.” 

(Clerk gets a new buckle and puts 
it on the shoe the customer has on.) 

Customer: “That is just what I 
really need, but I didn’t think I wanted 
to buy anything today; but—lI believe 
I will take these shoes, as they look so 
nice on my feet—and the buckles too.” 

(Clerk shows customer a pair of 
hose to match slippers and customer 
buys the hose.) 


The real test of salesmanship is 
the ability to produce. 


Dover, On1o — Henry Bernhart, 
Stettler Bros., says—“Now the stock 
is fresh and is in all sizes. I can 
fit you today. Maybe when you come 
in again this shoe will not be here.” 


Honorable Mention for 
Salesmanship Suggestions 


solution—“How Do You Sell a 
Customer Who Says—‘Nothing 
Today; I’m Just Looking’?” are 
awarded honorable mention for 
the excellence of their answers: 

C. D. Creech, Broadway Shoe 
Store, New News, Va. 

Aaron Gluckman, Wise Shoes, 
Inc., 25 West Forty-second Street, 
New York City. 

John G. Schlaffer, Quinn Bros., 


Sedalia, Mo. 
Dixie Shoe Store, 
Steubenville, Ohio. 
Louis Baum, Grand Leader De- 
partment Store, St. Joseph, Mo. 
Eugene Pate, Davis Shoe Store, 
Kinston, N. C. 


J. R. Oliver, Lischesky’s Shoe 


Larned, Kan. 
. J. Vigil, T. F. Miller Co., Je- 
rome, Ariz. 

Victor J. Marks, Marks Shoe 
Si Danville, Pa. 

Cc. Merrill, Merrill’s Grover 
Shoe Shop, Boston. 

Huston R. Taylor, Jr., Bunnell 
& Combs, Evansville, Ind. 

George D. Kersey, The Globe 
Stores Co., Pueblo, Col. 

John Rockwell, Walk-Over Boot 


., Alli 

J. Ruby, Milens Shoe Co., Kan- 
sas City, Mo. 

Bernard Gerrick, Lancaster, Pa. 

Douglas G. Chandler, Chandler 
Boot , Atlanta, Ga. 

Mrs. Clifford Bell, Ottawa Out- 
let wa, Kan. 

C. E. Schutz, The New Way 
Shoe Store, Havelock, Neb. 

Henry Bernhart, Stettler Bros. 
Atlee, Beck, N 

rving Atlas, bs ew 
Rochelle, N. Y. 

C. B. Penny, Broadway Shoe 
Store, Ne News, Va. 

Eunice Grimes, Grimes’ Shoe 
Store, Winter Garden, Fla. 

Alice E. Perry, Perry’s Shoe 


M 
Max Posner, Philip Sachs’ Shoe 
Shop, Bayonne, N. J. 
Benj. B. Todd, Proffitt’s Shoe 
De Centralia, Wash. 
ylvan B. Ney, B. Ney & Sons, 
Harrisonburg, Va. 
U. B. Senger, G. R. Kinney Co., 


Inc., Peoria, Tl. 
Leo Bopp, Rosenthal’s, Sedalia, 
Ira A. M 
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Suggestions for Selling 
More Pairs 


*“Danvit_E, Pa. — Victor J. Marks, 
Marks Shoe Store, says—“Impress the 
prospective, who is a stranger, or whom 
you know slightly, that everything you 
suggest is for her benefit. You can 
always sell your regulars.” 


Kansas City, Mo. — Joe Ruby, 
Milens Shoe Co., Inc., says: “Willing- 
ness to serve your prospective cus- 
tomers is important.” 


Havetock, Nes.—C. E. Schutz, The 
New Way Shoe Store, says—“We sell 
50 per cent of ‘Lookers’ by keeping up 
the smile, and telling the customer we 
would rather not sell her than to misfit 
her.” 


CENTRALIA, WasH. — Benjamin B. 
Todd says—“Help the ‘Looker.’ Don't 
‘high-pressure’ her.” 


Sepatta, Mo.—Leo Bopp, at Rosen- 
thal’s, says — “Quickly concentrate 
interest of customers on one or two 


styles.” 


Gtoucester, Mass.—Alice D. Perry, 
Perry’s Shoe Store, says—“If you are 
pleasant to ‘The Lookers,’ nine times 
out of ten you can sell them and their 
friends, eventually.” 


Larnep, Kan.—J. R. Oliver, Lis- 
chesky’s Shoe Dept., says—‘“ ‘Lookers’ 
should be served sympathetically. Tact- 
fully display ‘just enough’ interest. 


Ottawa, Kan.—Mrs. Clifford Bell, 
Ottawa Outlet Co., says-playet-fashion- 
that she sells “lookers” and “nothing 
today” customers by “showing shoes as 
to colors, style and fit, that she thinks 
will appeal. After she sells the shoes 
to the customer, she then proceeds to 
sell her hosiery. 


Get a shoe on her foot quickly, 
even if it takes persuasion 


Apr 
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Stores Campaign 
jor Health 


Week Ending April 27 Marked by Radio Talks, Clinics, 
Foot Health Talks, Fitting Demonstrations Under 


Auspices of Chiropodists and Podiatrists 


chiropodists and podiatrists were followed by actual 


Monday of this week undertook the noble experi- demonstrations. Shoes were fitted on anyone who de- 


Monday ofthis 7000 retail shoe stores on 


ment of educating the public to the importance of 
correct fitting shoes and of foot care generally. It was 


sired the service and the fit was then checked by the 
chiropodist or podiatrist who had volunteered for the 


Foot Health Week all over the country, beginning April occasion. In checking what the salesman had done the 


22 and ending April 27, the drive having been planned 


and conducted under the 
auspices of the National 
Association of Chiropodists 
and Podiatrists. 

The cooperation was en- 
listed of schools, colleges, 
Home Extension Depart- 
ments of the various state 
departments of agriculture 
and associations of several 
kinds in every State. The 
means taken to bring home 
important facts to the pub- 
lic were radio talks, special 
newspaper advertising and 
free publicity, shoe store 
clinics, letters and pam- 
phlets on the care of the 
foot distributed in the stores 
and by mail, special window 
trims in the stores, foot 
contests of various kinds, 
foot fitting demonstrations 
at schools and colleges, pub- 
licity stunts, such as fitting 
shoes to the feet of men in 
public life, etc. 

The part played by the 
shoe stores of the country 
was of prime importance. 
In the participating stores 
the clinics were held with- 
out any attempt to force 
purchases on those who at- 
tended. Short lectures by 


Foot Health Axioms 


Equally applicable to many are these foot health 
axioms—made up primarily for men engaging in 
distance runs, such as the Boston Marathon, and 
issued from the office of Dr. Silas H. Trenis, ‘Staff 
Chircpodist and Official Observer for the National 
Association of Chiropodists : 

1. Select shoes that will help, not handicap, the 
normal action of the foot. Shoes for any purpose, 
running or walking, sport or street wear, should 
have a straight inside line, generous in width and 
length. They should be made of soft, pliant leather 
and should bend freely at the ball of the foot. 

2. Select stockings of ample size too, not snug- 
fitting but at least half an inch longer than the 
foot. If you wear woolen stockings, wear cotton 
stockings inside them, to avoid irritation. 

3. Keep the feet parallel in walking or running. 
Toeing in or out weakens the ankles and arches 
and hinders speed. 

4. Bathe the feet frequently, at least before and 
after every workout, in water of comfortable tem- 
perature, neither hot nor cold. A handful of sea 
salt to each quart of water will help toughen the 
feet. 

5. Massage the feet with lanolin and dust boric 
acid powder into the shoes and stockings before 

every workout. 

6. Do not cut corns or caliouses yourself. That 
is really dangerous and should be done by a doctor 
or chiropodist. Cut the nails straight across, not 
round at the corners nor too short. 

7. Do not puncture blisters except with a thor- 
oughly sterilized instrument. Avoid the use of 
iodine on abrasions—it often irritates. A 2 per 
cent mercurochrome solution is better. 

8. Rest with the feet elevated to a level with the 
body for at least 20 minutes after every workout. 

(These are the rules that Joie Ray followed so 
successfully after his 1928 disappointment in the 
Boston race, and resulted in Ray's feet healing so 
well that in all his busy marathon campaigning 
both before and after the Olympics he was never 
again bothered by so much as a blister.) 


specialist in charge explained the why of every move to 


the customer in the presence 
of those other custom- 
ers or prospects who were 
present. Shoe store mana- 
gers and others also con- 
ducted clinics with the aid 
of experts in their local 
schools and colleges. Parent 
teacher associations also 
were used as fertile ground 
in which to plant the seed 
of foot care. 


M ANY of these experi- 
mental clinics, it is be- 


lieved will become a part of 
the permanent work of as- 
sociations and organizations 
who tried it out this week 
for the first time. In one 
city, for instance, the Sal- 
vation Army took up the 
clinic idea and has made ap- 
plication to the national as- 
sociation for their coopera- 
tion in conducting it on a 
weekly or daily basis from 
now on. 

The week was opened of- 
ficially by a radio address 
by Senator Royal S. Cope- 
land, who talked from sta- 
tion WRC in Washington 
over a nation-wide hook-up. 
Another national address 


[TURN TO PAGE 59, PLEASE] 


929 57 
rs 
ks, 
the 
om . 
‘ou 
‘an 
by, 
ig- 
ell 
up 
we 
fit ; 
B. 
n't 
n- 
ate 
wo 
ry, | 
ire 
1es 
eir 
is- 7 
rs’ 
ct- 
all, 
ng 
as 
ks 
eS 
to 


7 


Now Comes se Shoe ‘Wardrobe 


AND SHOE RECORDER 


Successful Merchaaiiving Idea Made a Real Feature by 


By RUTH H. KERR» 


One American Merchant 


Style Analyst, American Leather Producers, Inc. 


T has just come over from Paris, © 


and is just beginning to be tried in 
this country, that clever method of 
style exploitation originated by the little 
bottiers who make entire wardrobes of 
shoes for their clients. For many sea- 
sons it has been the rule to select shoes 
from samples, specifying leathers and 
colors to be used in the reproductions. 
But it was found that a typical ward- 
robe of shoes for exhibition purposes 
served as an added incentive to buy 
more shoes. And the buying of an 
entire wardrobe of shoes became the 
new pastime of the idle rich. 
In this country a few exclusive shops 
and custom shoe makers have been 


- doing this very thing, but it remained 


for one retailer to make a real feature 
of the idea. He plans five or six typical 
wardrobes, including the shoes suitable 
for different occasions, and with definite 
color schemes in mind. It is left to the 
customer to substitute a shoe in another 
color if she desires. And so far he 
has not found it necessary to make spe- 
cial-order shoes as he carries high colors 
and novelty materials in stock, in addi- 
tion to the staple browns, beige, putty 
and black. 


OR one customer who wears 
pumps all the time he made up a 
complete wardrobe of styles ranging 
from a gunmetal calf pump with high 
Cuban heel of solid leather for walk- 
ing, to a star-spangled crepe evening 


slipper with silver throat decoration. There were seven 
pairs of pumps, all different, in this spring wardrobe, 
some of them matched to dress fabrics, some to hats, all 
chosen to harmonize with certain costume ensembles. 
In this case he also suggested Chanel type buckles for 
black crepe operas, to match a Chanel necklace, and ear- 
rings of large ruby color stones, as well as carved wood 


Miss Kerr, style analyst and fash- 
ion adviser for the member firms 
of American Leather Producers, 
Inc., has served a five-year ap- 
prenticeship as stylist for shoe, 
leather and hosiery manufacturers 
and associated industries. She 
gave up an advertising career be- 
cause she liked shoes better, and 
her first job was with Dan Palter, 
Inc., as editor of Fashion Foot 
Prints, a market letter on shoe 
fashion issued by that firm. Since 
that time she has acted as a free- 
lance stylist for such firms as 
Bancroft-Walker, Regal, Unity 
Shoe Company, McCallum Ho- 
siery Company, Barrett & Com- 
pany Leather and more recently 
American Leather Producers and 
Cantilever. She also serves in an 
advisory capacity for retail mer- 
chants when they are in New 
York. 


buckles for dark sunburn kid operas that were to be have. 


worn with a Patou necklace of wood 


. complementing a beige and brown and 


tangerine ensemble. 

This wardrobe idea can be played up 
by shoe retailers most successfully in 
this season of many colors and many 
materials. Typical wardrobes can be 
featured in window displays and it will 
be unnecessary to go into the special- 
order business to conform to individual 
color schemes. It is very necessary 
however, that the retailer should be 
primed with accurate style information 
not only about shoes, but about hosiery, 
bags, gloves and apparel as well. In 
visioning a complete costume of today 
he can be guided by one of two fashion 
rules—the rule of contrast or the rule 
of harmony. The former is the more 
difficult since it represents the new idea 
of Paris for combining two contrasting 
colors, like dark green and yellow, or 
beige and tangerine, or chartreuse and 
brown, as well as the true and tried 
black and white or navy and white. 
But the latter, the rule of harmony, is 
easier. 


HIS season harmony does not mean 
a costume all of one color. It 
usually means different shades of one 
color, to give the ombre or degradec 
effect. This ombre note is important in 
shoes anyway, and it can repeat the color 
scheme of the costume in shades of blue. 
brown, green, purple, gray (gray tv 
black). 
The good taste and fashion sense of 


the woman who is choosing the wardrobe of shoes ought 
to be of some assistance—women who can afford to buy 
a wardrobe of shoes may or may not be endowed wit! 
style, however. If they need educating along these lines 
the shoe retailer should be equipped to do it, and he wi!! 
stimulate their interest in a complete shoe wardrobe '{ 
he can speak with authority about the shoes they should 
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Sth May—Big Style Day 


May 8, Hotel Astor, New York——the big semi-annual gathering of 
the clan to discuss the most important subject in the shoe business 


—STYLE. 


than ever before. 


BOOT AND SHOE RECORDER 


This year the Joint Style Conference assumes new importance. 
Color is a pivotal point. It will make or break the trade. Style and 
merchandising are more closely linked than ever before. 
ference, therefore, leaps to a more imposing and influential place 


The program is interesting and highly instructive. 


¥ 


The Con- 


eather Brightens Shoe Store Sales 


[CONTINUED FROM PAGE 45] 


' weather to bring out the possibilities of color in foot- 


wear in the increased sale of pairs everywhere. Mer- 
chants playing their luck, because of weather, are in a 
more optimistic mood for the coming sport and summer 
season. Preparations for active, and not clearance, sales 
selling in May, June, July and August, are apparent. 
If the demand continues the possibilities are for the 
trade’s best season not only in women’s shoes, but cer- 
tainly in children’s footwear, for the colorful hook-up 
is extending to that division of the trade. 

The one division in doubt, but which shows possi- 


bilities, is men’s shoes. The hopes of a tan shoe demand, 
because of sun and better weather, is the next great 
hope of the men’s trade. Shoe stores are not fully 
covered on sports types of shoes for men’s wear, be- 
cause of the fear that last year’s sport sale will carry 
over many pairs into this year’s wear. 

Indications are that a change of demand, a change 
of color combination and a change of design may in- 
crease the pairage to men, with some advantage to be 
gleaned from the constant hammering on this subject of 
lighter weights. A red hot summer is now the first want. 


7,000 Stores Campaten for Foot Health 


[CONTINUED FROM PAGE 57] 


was made Tuesday evening from station WEEI in 
Boston by Dr. Joseph Lelyveld, head of the Educational 
Research Department of the National Association of 
Chiropodists and Podiatrists. Another well-known man 
active in the work ofthe week was Dr. Hal Smith of 
Indianapolis, chairman of the Promotional Committee 
of the national association. 

Among additional features arranged by these men 
were lectures free to the public at all schools of podiatry, 
pedometer tests to establish the average number of steps 


taken per day by people in different occupations, the 
holding of special clinics for employees of fire and police 
departments, post offices and other occupations in which 
considerable strain is put on the pedal extremities. 

While it is entirely too early to measure the effects of 
the week it is certain that many hundreds of thousands 
of people will benefit from the information broadcast 
during the week and that the participating shoe stores 
cannot help but receive benefits in the shape of increased 
sales and increased confidence. 
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Pp rince of Soles — silent partner onevery field of sport 
— boon companion to the sport shoe that looks its part. 
A name to conjure with — RAJAH — the original Crepe 
Sole since 1922. 40% increase in sales for first quarter 
of 1929 over 1928. | 

In appearance — smart — sporty — sturdy — In wear 
— rugged — long-lived — serviceable — In comfort — 
springy — soft in tread — resilient in action. 

— answering to the utmost the needs of the 

sportsman customer and the demands of the 


quality sport shoe. 


ALFRED HALE RUBBER COMPANY 


Established 1837 


ATLANTIC 


MASSACHUSETTS 
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Fashion ide Running 


Strong 


EN million. pairs of canvas rubber soled shoes were 

bought by the public in 1928. The national demand 

will amount to greatly increased figures when the 1929 
footwear census is taken, if dealers, large and small, will but 
plan to “cash in” on fashionable sportswear’s dictates for 
canvas. Time was when canvas rubber soled shoes were 
“Just Tennis.” They were principally known to the public 
as “sneakers.” No woman who wanted stylish shoes would 
wear them, but this year, due to the popularity of the games 
of tennis and basketball, canvas rubber soled shoes of quality, 
have come into a new prominence. In their relation to the 
game of tennis, they are carefully chosen by the young debs, 
and their still younger—and older sisters—too, with a view 
to harmonizing with costumes. For instance, a white can- 
yas, rubber soled oxford, with dainty red, or green, or blue, 
or tan, or yellow rubber trim over-stitchings, and cordings, 
for wear with the sleeveless white silk, or linen frock, with 
its pleated skirt, and its gay print coat. The accessory of 


hat is chosen to match a predominating color in the coat, . 


and the shoes may be of all white, or of white with a trim in 
the hat shade. 

When oxfords are worn, the new seam- 
less suntan lisle hosiery is often chosen, with 
sock effect in bright color to match a chosen 
shade in coat, or shoe, if color trimmed. If 
the high tennis shoe is worn, many of the 
stores are showing models whose legs are 
covered only with the sun tan itself. For 
sun tan reigns supreme this season, whether 
it is acquired at the Lido, or Palm Beach, 
or at the numerous beauty parlors. And 
huge sums will be paid to acquire sun tan! 
The wide-awake retail shoe merchant is al- 
ready saying to his custom- 
ers: “Seamless sun tan lisle, 
or chiffon, hosiery costs much 
less money than beauty parlor 
treatments—and white canvas 
rubber soled shoes—or white 
canvas rubber soled shoes— 
with artistically colored trims, 
are correct accessories for 
fashionable sportswear, sun 
tan hosiery included, in the 
plays on the courts, and 
greens, as well as for club 
house use.” 


i 

ANVAS rubber soled 
shoes, with the new cot- 
ton, linen, and pique sports- 
wear, were noted during the 
recent Palm Beach season at 
the El Mirador Hotel, when 
a young woman, clad in a 
linen dress of white, with 
gay coat, red hat, and white 
socks with red tops, com- 
pleted the costume with white 


White canvas rubber soled shoes are here shown with 
sunburned legs—the frock is of white linen—Blue and 
yellow predominate in the printed linen coat—the 
“gob’s” hat is of blue felt—From the Filene Fashion 
Sportswear Show, Boston 


canvas, rubber soled shoes, with red rubber trim. One of 
the big department stores in a big city recently concentrated 
on sportswear, and the canvas rubber soled shoe, in a two- 
day style show. A fashion expert showed several models, 
clad in colorful ensembles. Both high and low canvas rub- 
ber soled shoes, for tennis, as well as shoes for golf, and 
rubber bathing shoes, were displayed on living models. 
There was a big attendance, and a good immediate business 
resulted, although the weather was inclement. The public 
was invited through a four column newspaper ad, with eight 
cuts of models, wearing sports’ clothes and shoes, showing 
action. The public was told that “Styles at this store are 
not just bought from manufacturers; that they are planned 
by the store with the advice of expert tennis players and 
golfers; that the pockets of the coats are big enough; that 
the pleats are deep enough ; that the blouses are long enough ; 
that the shoes are built in the new fashionable lightness, 
yet will stand the rough usage of play, as well as insuring a 
sure and fast footing.” The fashion export talked sports- 
wear in the language of the sportswoman. The bathing shoe 
was shown in its relation to the new col- 
ors. The particular model chosen was a 
black bathing shoe with Capucine trim, 
which matched exactly the silk coat in 
shades of yellow and black, worn over 
the black, beige, and yellow one-piece 
suit. 


on canvas rubber soled shoes for 

the seasons just ahead,” said a retail shoe 
merchant recently, by displaying them 
prominently in my windows, and by talk- 
ing about them to grown-ups in the lan- 
guage of the games for which they are 
essential—tennis, and basketball, as well 
as for vacation wear. Of course, I would 
not forget the small boy’s game of base- 
ball, and the importance to the boy of 
canvas as his favorite summer play shoe.” 
The popularity of the quality canvas 
rubber soled shoe for tennis and basket- 
ball is annually increasing with the at- 
tendance at secondary schools and col- 
leges. For instance, in the case of high 
schools, it is estimated that 40 out of 
every 1,000 youngsters at- 
tended high schools in 1928, 
whereas the proportion in 
1910 was only 20 boys and 
girls in every 1,000. This 
growth in the number of 
young people taking advan- 
tage of high school education, 
with its enthusiasm for ath- 
letics, means the inclusion of 
the canvas rubber soled shoe 
as a necessary part of the 
equipment of the students. 


| AM planning to make more money 
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P. THREE shows our 
Blucher Oxford with damp- 
proof sole, 81-12, $2.50. 
Page thirteen, the novelty 


quarter, gray kid lined, and 

— — enameled wood heel, $3.85. 

V1 MERRIAM ON Extended sizes in our child’s Spring Heel 
ATURE } run, 814-12. 


ORM << New Misses’ run, 1114 to 3, allowing a 

“Exists snot child’s foot to be properly fitted with low 

heel shoes in sizes 244 and 3, at the 
Misses’ price. 


We have been makers of children’s shoes 
exclusively for more than 50 years. 


Catalogs and Samples on Request 


The H. W. Merriam Shoe Co. 


Newton, New Jersey 
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Radio Increases House Slipper Demand 


By W. W. SHRIGLEY, Sales Manager for L. B. Evans’ 
Son Co. 


The retail shoe merchant will sell more house slippers 
this year than ever before, if he shows the goods and talks 
about their radio-wear uses. 

Already, the Evans factory is operating at capacity on 
men’s and women’s house slippers—the earliest and the 
briskest start it has made in any year within the memory 
of the oldest man in the business—and it has been going 
on for 100 years and more. , 

The main reason why the slipper trade has made such 
a strong and early start this year is because of the in- 
creased use of slippers by men and boys, who like to take 
their ease in slippers as they sit at home listening in on 
the radio, or reading detective stories, or the newspapers. 

Slippers for house use are all-the-year-round proposi- 
tions nowadays ; whereas for many years, they were simply 
Christmas-time sellers. They offer an increased oppor- 
tunity for extra pair sales and extra pair profits. 

Slipper-wear, not so very many years ago, was the 
excluswe prerogative of grandad or grandma’rm. Slipper- 
wear is now the fad of the entire family; they are sold 
for folk of all ages, and for all seasons. There are slip- 
pers for morning setting-up radio exercises; there are 
pajama slippers for the young matron and sub deb’s ex- 
clusive dinner parties. 

Government reports show the production of house 
slippers is on the increase—figures for 1928 were 31,483,- 
157, against 29,158,122 pairs for 1927—figures for 1929 
will undoubtedly register at new highs. 

House slippers can be talked to the entire public from 
the standpoint of fashion, foot comfort, and foot health; 
Manufacturers are making them better and are giving 
their lasts and patterns more style and character. 


HARLES I. SLIPHER, president Meyers; sports—Joe Warrender, C. F. 
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sociation has appointed the following 
committees of the association for the 
ensuing year: 

Entertainment—H. Gerrish, Max 
Rose; membership—F. M. Brown, 
Charles Grossman; hotel—George W. 
Hewitt; employment—E. C. Smeltzer; 
legislative — Homer Beals, W. F. 

ke ; les—W. W. Risher; finance 
—H. 0. Warren, W. J. Newberg; bag- 
a and transfer—A. F. McCord; 
sickness—E. C. Smeltzer, C. F. McNew, 
0. D. Burdin; educational—E. P. Bay- 
less; N. S. T. A. insurance—M. C. 


of the Indiana Shoe Travelers’ As- McNew. Advisory board—George L 


Tovey, Fred E. Naegele, Frank Sowar, 
Max Rose and Charles T. Foreman. 
District governors of the association 
are George C. Hickox, H. S. French, 
W. T. Powers and Leroy Hodge. 


F. BURDETT, of the Burdett 
¢ Shoe Co., has started on his regu- 
lar trip through the South and West. 
carryi a new line of samples o 
Burdett’s fine specialties for young 
folk. He expects to travel as far South 
as San Antonio, and to be back to the 
factory in early June. 


on the 


EORGE 
STARKS, one 
of the best known 
retail shoe sales- 
men in the coun- 
try, and who for 
many years has 
covered the South 
for a long time 
for the A. E. 
Little Co., has re- 
cently joined the 
salesforce of the 
Harry T. Wright, 
Ine., of Rockland George L. Starks 
Mass., and wil 

travel New York State, including New 
York City, Baltimore, Washington, 
Virginia, and West Virginia. Mr. 
Starks has the reputation of being a 
shoemaking and shoe style expert. He 
was 1928 president of the Southern 
Shoe Travelers’ Association and is one 
of the boosters of the Boston 
Shoe and Leather Fairs. He is now 
telling all of his customers about the 
1929 event to be held at the Statler 
the “Week after the Fourth.” Among 
his hobbies are books—his library at 
his Boston home contains over 2500 
volumes. 


PAUL NEWELL, of Columbus, 

* who was formerly a retail shoe 

salesman in the Crawford Bootery of 

Columbus, has taken out the line of 

the Specialty Shoe Co., of St. Louis. 

He will cover Ohio for the company.— 
(UTPS.). 


B. COON CO. shoe travelers of 
¢ Rochester, makers of the Wil- 
bur Coon shoes for women, are now in 
their territories. Among the new men 
on the sales force are: John H. Dreyer, 
who will cover North Carolina, South 
Carolina, and Georgia; J. J. Martin, 
Iowa and Nebraska; Don C. Soutar, 
West Virginia and southeastern Ohio, 
Kentucky, and Tennessee. Sales Man- 
ager Elmer Fisher says that the new 
lines will enable the W. B. Coon deal- 
ers to materially increase their busi- 
ness on account of their combined high 
style and comfort features at medium 
prices. 


EORGE ANDERSON, of the staff 

of Brophy Bros. Shoe Co. of 
Lynn, returned the other day from a 
sales trip. C. W. Shaw will continue 
on the road a little while longer. 
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For Sport 


“THE BROOKLEA” 

B-777—White Eric 
Lizard Saddle, 98 Last, ay) 
Rubee Heel. Sizes: AAA, 5 to 9; 
AA, 5 to 9; A, 4% to 9; B, 4 to 9; 
C, 4 to 8. 
Price $5.10 


“THE MINTON” 
Style B-770—Dark Brown Kid 
with Brown Lizard trim, 156 Last, 
14/8 covered Cuban Heel. Sizes: 
AAA, 5% to 9; AA, 5 to 9; A, 4 to 
9; B, 3% to 9; C, 3% to 9; D, 3% 
to 9; BE, 4 to 9. 
FASHION ARCH 


“THE MINTON” 
Style B-771—All Black Kid, 156 
Last, 14/8 covered Cuban Heel. 
Sizes: AAA, 5% to 9; AA, 5 to 9; 
A, 4 to 9; B, 8% to 9; C, 3% to 9; 
D. 8% to 9; to 9. 


FASHION ARCH 


Price $6.00 


“THE ST. ANDREWS” 
Style B-772— Camel Elk with 
Brown Lizard trim, 98 Last, Duflex 
Rubber Sole, 8/8 Heel. Sizes: AAA. 
5 to 9; AA, 4% to 9; A, 4% to 9; 
B, 4 to 9; C, 4 to 9. 


Price $6.00 


SHOES 
IN STOCK 


Delivered at Once 


“THE ELLA” 
Style B-773—Made of Brown Kid, 
Last. 14/8 Heel. 
: AAA, 6 to 9; AA, 5 to 9; A, 
to 9; 


SHERWOOD : 


Rochester, N. Y. 


Sherwood WELT Shoes 


PLA-MOR 
SPORT SHOES 


Galt B-776—Camel Elk, Brown 
ee 


2 


Sizes: ada, 6 to 9; AA, 5 to 9; A, 
D, 3% t 38: 


Last, covered oe Heel. 


436 to 0: 9 


A, 4% to 9; B, 4 to 9; ©, 4 to 


For Dress 


“THE BROOKLEA” 


Saddle, 98 Last, 8/8 Rubber 
1. Sizes: AAA, 5 to 9; AA, 5 to 


Price $5.10 


“THE IRVEEN” 

le B-775—Patent Leather Strap, 
Last, 14/8 covered Cuban Heel. 
, 3% to 9; O, 3% to 9; 
E, 4 to 8. 


FASHION ARCH 


“THE ELLA” 
ie B-774—Black Kangola Calf, 


9; f*,° to 9; A, 
O, 3% to 9; 


FASHION ARCH 
Price $5.75 
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AVID E. 

KESSLER, 
widely-known Cin- 
cinnati shoe trav- 
eler, who for the 

t ten years or 
has covered 
southern territory 
for the Bettman- 
Company, 
recently joined the 
selling force of the 


Boater cinnati. Mr. Kes- 
sler, while still a 
young man, is a veteran when it comes” 


to selling shoes, as he has been iden- 
tified with the shoe industry, in a sell- 
ing capacity, for more than 25 years. 
“Davey,” as he is eoqereny known 
among his wide circle of retail shoe 
dealer friends, is now on his initial 
trip for the Sam B. Wolf Sons and 
will cover the states of Florida, 
Georgia, Alabama, Tennessee, Loui- 
siana, Mississippi, Arkansas and South 
Carolina before returning to Cincin- 
nati headquarters in about six weeks. 


EORGE H. LEVIRS has joined the 

sales staff of Donn D. Sargent 
Co., Salem, Mass., makers of popular 
novelties for women. He will visit the 
big city trade, with which he is 
familiar by years of experience. Mr. 
Levirs has been on the road for many 
years as salesman for various firms, 
as well as for the former firm of Levirs 
& Sargent, who once made fine welts 
in Lynn. He is, by the way, one of 
the few men of the trade who can 
make a shoe by hand, or by machine. 


BORGE MILLER, of Columbus, 
who carried the line of the Carter 
Shoe Co., Nashville, Tenn., in Ohio 
for the past five years and who took 
over the territory formerly covered by 
W. L. Van Sickle for that corhpany, 
is recovering from a serious auto- 
mobile accident - sustained several 
weeks ago near Cambridge. He went 
over the side of the road and turned 
over several times before stopped by 
a wall. He was severely bruised and 
sustained a dislocated shoulder, but 
will be able to take up his work soon.— 
(UTPS.). 


H ARRY P. LYNCH, Hoague-Sprague 
Corporation representative, spent 
Easter in Dallas; then proceeded north 
to Oklahoma City, Denver, Kansas 
City, Minneapolis, Chicago and East. 
Mr. Lynch wrote to the REcokpER from 
New Orleans under date of March 24; 
he had been covering the country for 
over a month then, having been laid up 
for about two months on account of 
sickness, with which he was stricken 
right after the N. S. T. A. Chicago con- 
vention. He says that the Hoague- 
Sprague movement to dress up the 
stores with more attractive boxes is 
well under way, the majority of deal- 
ers expressing a desire to participate. 
Harry reported 90 degrees as the reg- 
ister of the mercury in the big New 
Orleans city on the day his letter was 
written. e interestingly contrasts 
the prominence given to “Straw Hat 
Day” in New Orleans—March 28—with 
the lack of prominence given to change 
of footwear; his comments may 

noted in the box printed on this page. 
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UNIUS SYCLE, southern salesman 

for the Washington Shoe Co., of 
Lynn, and Louis M. Kessler, manager 
of the factory, are on a trip through 
the South as far as Dallas, Tex. They 
may make their way to the Pacific 
Coast. They go chiefly to glean in- 
formation as to the prospects for fash- 
ions for fall. 


LARKE B. ROWLEY, for many 

years secretary of the Rochester 
Association of Traveling Shoe Sales- 
men, is now concentrating on his retail 
shoe store in Rochester, and has de- 
cided to “quit the road for good.” 


EORGE R. WALMSLEY, well 

known shoe stylist, and with a 
wide experience in all branches of the 
industry, from retail shoe store selling 
to manufacturing and selling on the 
road, recently joined the staff of the 
Eastern Leatherboard Conference for 
special work along promotional lines, 
including twice-a-week broadcasts and 
newspaper advertising. The leather 
heel as a fashionable proposition on wo- 
men’s shoes will be the theme of Mr. 
Walmsley’s talks. 


Straw Hat Day Signal- 
ized by Cannon's 
Boom 


New Orleans, La.—Harry P. 
Lynch, past president of the Bos- 
ton Shoe Travelers’ Association, 
and Hoague-Sprague Corporation 
representative, reports to the Re- 
corder from this city that much 
prominence was given to the in- 
auguration of “Straw Hat Day,” 
March 28, by the booming of can- 
non, and the distribution of straw 
hat souvenir cards between 11 
A. M. and 2 P. M. on March 28, 
on the 120 foot wide boulevard of 
Canal Street. This impressed 
Harry so forcibly that he made 
many mental comments as to the 
lack of attention given to new and 
light weight shoes for the spring 
season. He also says that Straw 
Hat Day in New Orleans was 
heralded by an article on the front 
page of the “Times-Picayune” of 
Sunday, March 24; an excerpt 
from same follows: “Spring 
headgear will make its formal 
bow in New Orleans next Thurs- 
day when Straw Hat Day will be 
celebrated with appropriate cere- 
monies under the auspices of the 
straw hat division, retail mer- 
chants’ bureau of the Association 
of Commerce. Members of the 
committee on arrangements are 
Wharton Mouney, Jules J. Paglin 
and Max Zander. 

Opening of the straw hat season 
will be signalized by the boom of 
a cannon, to be discharged at the 
foot of Canal Street by the Wash- 
ington Artillery under command 
of Major Henry B. Curtis. 

“Why can’t we wake ’em up in a 
similar manner as to change of 
footwear?” says Harry. 


C. GOLDEN, 

* covers 
New England with 
the Foot Saver line 
of Julian & Kok- 
enge Co., showed 
his line to the pub- 
lic, in connection 
with the Fashion 
Showing of Silks 
and Shoes, at the 
T. E. Moseley Co. 
store, Boston, the 
week of April 8. 
Goldie sold shoes 
and served as an 
“extra” shoe fitter, when Retail Shoe 
Salesman A. Twitchell, and the other 
members of the corps of expert fitters 
at the store were in the midst of the 
“rush” accompanying this unique and 
highly successful event. Goldie says 
that business throughout New England 
is fine and that he has covered his 
territory three times this season with 
wonderful success each trip. He makes 
his headquarters while in Boston at the 
United States Hotel, excepting during 
Style Show weeks, when he is at the 
Copley Plaza. 


ARRISON L. GATES, who for the 

past 18 months represented the Air 
Mail Shoe Co in Michigan, recent] 
joined the salesforoce of Gregor 
Read Co. of Lynn, and will cover Mich- 
igan, Ohio, Indiana and Kentucky. Mr. 
Gates has been traveling Michigan for 
the past ten years, and is well known 
in his new territory. He will make his 
nes in his home city of De- 
roit. 


HARLES R. STUART, division 

manager of the Shoe Products 
Division of the Seiberling Rubber 
Company, showed the new Kemisuede 
line at the recently held Des Moines 
Convention. Some of the new punched 
effects in women’s leather shoes had 
as their backing Kemisuede in various 
colors. He also showed the Seiberling 
heels and Bearfoot soles. 


ETAIL shoe merchants, and travel- 

ers, alike, in the States surround- 
ing Chicago mourn the loss of A. W. 
Hart, who passed away at his home, 
5309 Ellis Avenue, Chicago, following 
a year’s illness. Mr. Hart was 62 
years old. For eighteen years, he 
represented the former Milwaukee es- 
tablishment of Bradley & Metcalf Co. 
and subsequently carried the lines of 
Huntington Shoe and Leather Co., 
Bluff City Shoe Co. and V. Schoenecker 
Shoe Mfg. Co. Deceased was an uncle 
of the /ate Milton Rubel, long active in 
shoe trade circles of Chicago. He is 
survived by his wife and one daughter, 
Miss Caroline. 


W orp was received in Brockton, 
Mass., recently of the death in 
Philadelphia of George C. Price, for 
many years a salesman traveling 
through the East, and mostly in New 
York and Pennsylvania, last employed 
by the Whitman & Keith Co., Inc., 
before it was liquidated. He was sur- 
vived by a wife who has been seriously 
ill for many months. They returned 
North from Florida in March that he 
might have hospital treatment. 
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fr? UGH pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 
. F nails, Safeguard your customers by 
using Alpha Wood Heel Screws. 
Their exceptional holding power 
sets the heels true and rigid, keeping - 
them in exact position—gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 


UWC 
ALPHA 


manufacturer. An 
important little detail 
that will safeguard 
your customer and 


help create good will 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


66 
NS 
use of Alpha Wood 
at — Heel Screws by the “See 


Kemisueve, a pioneer product, ha 
recognition among nearly threé 
nent shoe manufacturers. Na 
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FOR MEN 


SHOE PRODUCTS DIVISION 
KEMISUEDE QUAREER LININGS | 
SEIBERLING ey: : 
JLE 


{ISUEDE-the most best 


st wearing quarter-lining. 


DIVISION 
» Seiberling Rubber Compa: ron, Ohio 


KEMISUEDE QUARTER-LINI 
SEIBERLING HEELS 
BEARFOOT SOLES 


THE IDEAL QUARTER LINING | 
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OU may like what is known 
as “art moderne” or you may 


not. That is with you a mat- 
fer of personal taste—and has little 
Or no bearing on the dollars-and- 
tents significance to you of this 
dominant art trend. 

The big point to be noted is that 
fight now a considerable 
Mumber of large advertisers 
are using many million dol- 
lats’ worth of space in maga- 
gmes, newspapers and out- 
door display with this type 
Of art, promoting the sale of 
ali sorts of products, particu- 
latly articles of attire. 

Not alone that, but it is 
given marked prominence in 
al displays of “art for art’s . 
fake.” It dominates the ex- 
hibits in every salon. 

No wonder, then, that this 
type of art provides the motif 
for window and «interior 
Gecorations and fixtures in 
Sich stores as those of J. O. 

Bieele, the John Irving Shoe 
Store, Franklin Simon & Co. 
and Saks & Co., Andrew 
Geller and others of which 
mmteresting views have recent- 
® been shown in the Boor 
SHOE RECORDER. 

me When a definite phase of 
Mueatt reaches this stage of de- 
Helopment and exerts an in- 
Mience on even the design 
BE merchandise itself, as 
BVidenced in the néwer shoe 
Pitterns, it is time to think ~~ 


tep 


rt Moderne a 


fF you say “I have plenty 

of things to dress my 
‘windows with,” why 
shouldn’t your public say 
“I have plenty of shoes 
to dress my feet with”? 


of providing appropriate “art 
moderne” settings in which to dis- 
play the merchandise. 

“Art moderne” is now about at 
its zenith. And so much money has 
been invested in it by shrewd mer- 
chandisers that you need have little 
fear of its dying over night. With 

leading shoe merchants going 


_._ SOME THINGS TO BE DONE 
MAY 


May 1-11—Check-up on stock, anticipating 

your July 1 inventory, and pick out_the items 
that need pushing now to get stock down to 
the desi level by that time. Call the. sales 
folk together and make clear to them just 
what is wanted, so that they will push these 
items vigorously but not to the wrong cus- 
se ai ize up the numbers that are selling 
well. 
Show baseball and tennis shoes in the win- 
dows. A little advertising on these wouldn’t 
hurt, even if you haven’t much business on 
them, as the tie-in with the newspaper pub- 
licity on spring sports will help draw atten- 
tion to your store. 


May 13-18—A children’s party would be a 
good thing about now. At this time of year 
ou could give one either indoors or out. 
ndoors you could treat them to a movie or 
other entertainment. Outdoors you could 
give a picnic with games and prizes and pos- 


. sibly a circus ad or two. In either case some 


advertising novelties could be given as sou- 
venirs. Children don’t quickly a 
like that. Parents appreciate too. It 
makes friends. 


May 20-25—Let Decoration Day be the 
theme of a special window setting. 

Devote a conspicuous space in the display 
Face and sport shoes. 

m’t crowd the ads. Use plenty of white 


to 
space. 


May 27-30—Play 

If you have extra 
sign the customers who may be difficult to 
handle to the more experienced. salesfolk 
who are familiar with the stock. ; 


the hi-style. 
elp, be oe to as- 


so far as to use this type of 
motif even in their rugs and 
draperies, you may be rea- 
sonably sure that it will re- 
main in vogue long enough 
for you to get good returns 
out of a moderate investment 
in some simple window set- 
tings, displays and wall 
decorations to tie in with this 
mode. 
In many towns there are 
. local shops that can design 
and turn out suitable pieces 
for window backs and set- 
tings for unit displays. Ex- 
pensive materials usually are 
not necessary. The time in- 
volved is not great. The cost 
should be fairly small. 
Displays of the box type 
can. probably be made in the 
basement of the store, em- 
ploying “home talent.” Or 
a sign man might be engaged 
to do the painting. These 
may be made of plain lum- 
ber or wall board. However, 
if the “home talent” is not 
available, such items can now 
be: bought from the display 
houses at reasonable..cost. 
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The importance of the — 

department in the modern shoe 

store cannot be overlooked. With 

present styles women delight in 

matching hosiery and leather. 

The hosiery department builds 
volume. 
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i Medern footwear fashions 


SELL FASTER IN 


HOSIERY 
Department 


HE modern shoe store, as planned and 
equipped by the Grand Rapids Store Equip- 
ment Corporation, gives fullest display to the 
latest footwear fashions. 


It is a store in which customers, and particularly 
women customers, can shop comfortably. The 
newest stylesareattractively shown. At thesame 
time considerable stock can be carried in a small 
area. Thereis here an atmosphere of quality and 
good taste, that is not only an invaluable aid in 
selling but in keeping the customer sold. 


Modern 


We have on file a record of stores planned and 
equipped by Grand Rapids which shows sur- 
prising increases in volume. We will gladly send 
you information and literature on the planning 
and equipping of shoe stores, if you are inter- 
ested. There is no obligation. 


The vast experience of the Grand Rapids Store 
Equipment Corporation in planning and equip- 
ping stores of all kinds and sizes, and the advice 
of a large staff of trained store planning engi- 
neers is at your service. Write today. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Formerly: The Grand Rapids Show Case Company « Welch-Wilmarth Corporation 


Executive Offices: 


Factories: GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan 
Grand Rapids Gentlemen: Please send literature and information on your planning service and store Grand Rapids, Mich. 
Branch offices aiid 
Baltimore — |-Name representative . 
New York City in every territory 


STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPM NT 
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to Shoe Store 
Owners and 
Managers 


Shows you how to bring more and bet- 


ter trade into your store ... 32 pages 

of seating suggestions for modern shops 

in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bi profits on your invest- 
ment, all explained in this thie free book. Simply use the 
coupon below. 


The “‘American’”’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating G@mpany 


1016 Lytton Building 
Branch Offices——New York: R. 601- w. 
Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 


@ 
‘ 
« 


American Seating Company 

without obligation, helpful 32 Book, “New 
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riends ~zotth 


ovelties 


iA Effective Aids in the Children’s Department 


‘are “tickled pink’*-whenpre- 
Sented*with some little unusual 
‘plaything or bauble. They think a lot — 
of it long after they have received it. 
, They are impressed that the merchant 
‘who gave it toxthem i is a pretty fine fel- 
low—and impressions of that sort take 
_Tgot in the young mind. Many of your adult customers 
can tell you of little n novelties that some merchants gave 
them when they were ‘akids” and that made a big hit 


with them. “They still retain that friendly feeling toward 


the 


The function “ofa show window, is to draw people 


into the store. “Tr-sheuld be planned, of course, to do 
all that it can toward- making them want the things that 


and Also in Others 


wer of ads.. They are, in themselves, 
a very. effective form of advertising. 
They- will not take the place of news- 
paper ads, circulars, etc., but will supple- 
» ment these in a way that will add a lot 
of “kick” to the whole campaign. They 
merit a place on the budget. 
By advertising novelties we mean 
items sufficiently low in cost to be distributed promiscu- 
ously.. By souvenirs we mean those whése: intrinsic 
value is such that they must be distributed selectively. 
Novelties carrying advertising matter and costing from 
two to six cents each in lots of a few hundred can be 
given out to children for the “asking because of the 
widespread “circulation” that is given them. Each child 
who is pleased with a novelty takes particular pains to 


are displayed itt it, But let ts not overlook the factthat. have it seen by as.many people as possible. This also 


getting partly sold prospects in is better than leaving 
them outside, even if. they only step in for a novelty. 
It draws them nearer to you, whether they buy at the 
time or whether they don’t. A novelty shown in a 
window adds greatly to the window’s drawing power 
and thus increases the return from the investment and 
the fixed expense represented by the store front. 

Novelties and souvenirs similarly increase the pulling 


“applies to items costing under two cents, except: that in 


most cases these are of flimsy material and therefore 
shorter lived. 

The range of advertising | novelties for children is 
practically unlimited. There ‘@fe-thousands of small 
playthings which would be suitable, of which some typical 
items are ‘shown here by way of ‘suggestion.’ Amy. one 
of these may bring to your mind another which you 
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would consider particularly good. The field of novelties for children also 
embraces useful articles, such as pencils and other school supplies for 


instance, 

Then, when you get into souvenirs—say items which are to be given only 
with a purchase of shoes, or perhaps also to old customers worthy of especial 
consideration—the cost range up to thirty cents would take in such appreci- 


ated items as: 


Sailboats 

Hoops 

Baseballs and bats 
Small golf sticks 
Set of marbles 
Knives 


Toy furniture 
Ironing boards 
Wagons 
Airplanes 
Jumping ropes 
Etc., etc. 


Some of these and countless other suitable souvenir items for children 
can be bought far nearer the price limit we have set for novelties than that 
for souvenirs, and some merchants would place them in the novelty class. 

In souvenirs for adults there is a very wide choice of durable and fre- 
quently used articles that will be carried on the person or kept in sight in 
home or office. As typical of these, procurable in quantities at thirty cents 


or less, we might mention : 


Desk calendars 
Letter openers 
Compacts 

Pocket combs 
Razor blade knives 
Sewing materials 


Rules 

Pencils 

Ash trays 
Paper weights 
Match boxes 
Etc., etc. 


The principal points to consider in selecting either a novelty or a souvenir 


are these: 


It is likely to be used frequently? Frequency of use has a bearing on its 


advertising value. 


What is the probable number of times that the user will see it each day 


or week? 


Will it likely be seen by others at the same time? 

Will the merchant’s name be plainly visible without being so blatantly dis- 
played as to cheapen the effect of the article itself? 

Will the name be permanently affixed or susceptible to rubbing off quickly ? 

Is the article durable and of a type to remain long in continuous use? 


YOUR NAME AND ADDRESS 
PRINTED HERE 
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See Greeory Bows 
On THe Smartest Feer: 


lepartments and si are now sho 

originations. Gregory offers the retail 

the latest ornamentation for women’s style shoes— 

acting as ornament style c lors. 

GREGORY, as the first style counsel in this country, chal- 
lenges duplication in price, quality and service. 


By Gregory 
No. 502—Can be had in any conceivable abt 
nation of leathers. Price $7. per dozen pairs. 


This bow has taken the country by storm. 
Fits right over the vamp of a shoe. : 


originations. A very large selection to 


always glad to send a trial 
order of samples for your approval. 
RAPID DELIVERY ASSURED 


GREGORY 


ORNAMENT COMPANY, INC. 
225 BUFFALO AVE. . BROOKLYN, N. Y. 


No. 2001—A three layer buckle 
Filler in patent, silver and patent. 
Can be had in any conceivable com- 
bination of leathers. 
Price 40¢ per pair 


Watersnake and Lizard. 


Gregory. 


No. 1503—Can be had in Black 
Satin, Black Kid or Patent Leather 
with genuine cut steel beads. 


Price $10.80 per dozen pairs. 


No. 504—Can be had in any 
combination of leathers, including 


Price $6.00 per dozen pairs. 


OES and 


that’s how 


And no 
th 
are/fZoing to forget their initial shyness. 


€ good word was spread. 


SEND In such papers as “ Vanity Fair” and the “New 
THIS Yorker” they are going to tell their own story. 
To Lotus Shoes Inc. It’s a good story too — one that will bring them 


130 West 42nd Street, New York City, N.Y. many new friends. 


Kindly send me particulars of your styles, prices and 


in-stock service. 


| LOTUS 


SHYNESS! 


e first few pairs of Lotus Shoes that came 
to this country were shy enough. But they 
t feel_shy for long after the welcome 
they received7One man telling another - 


tus Shoes are going to speak for 
ves and for the benefit of their retailers 


SHOES 


LOTUS SHOES FOR MEN ARE MADE IN NORTHAMPTON, ENGLAND 


76° 
No. 520—Can be had in any_ com- 
bination of leathers, including Water- 
| saake and Lizard. 
qj Price $7.00 per dozen pairs. 
/ 
by GREGORY will LE 
x 
‘ \ choose from. 
By Gregory 
By Gregory 
‘ 
Wey @ | 
| 
4 
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A Sueceessful Merchant's 
Message to His Store Executives: 


*“‘Our mission is to increase our business and one of the surest ways that 


- we have is through our store windows. The first thing any person sees in front 


of our store is the window, and the first impression of our store is the 
one he gets from the front. If it is unattractive and just good enough to 


get by, he has no particular urge to come in. But if our front in compar- 
~ ison to other fronts in the block, is fresh, attractive and bright, and stands 


out because of its freshness we have a much better chance oi getting 
them into our store than if our store is unattractive.” 


Make -your store the outstanding business attraction in your locality. 
‘Send for “‘Modern Store Fronts for Better Display.’’ It’s free. 


BRONZE 


STORE FRONTS 


THE KAWNEER COMPANY 
‘1313 FRONT ST., NILES, MICHIGAN 
Send your book of Modern 
Store Front Designs 


Kind of Business. 
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-* CONSULT AN ARCHITECT rv THE SERVICE IS WALUABLE 


B-824—White Calf ..... $4.85 
tent 
Black Calf Stra 


B-949—Black Kid, Bleck 
Moire Calf Trim....... $4.85 SIZES wel 
B-252—P a te nt Leather A 
with Black Porcupine % 8 B-574—Light Black Calf. 4.25 
Kid B-2560—Suntan Kid ..... 4.75 
ive cen additional tor ereers BM 
less than three pairs. B-005—Med. Light 
with Blue Liza . 5.50 
In-Stock Department 
ROCHESTER, N. Y. 
einen F. 3. SATEK 
C. G. SELLERS New York Office: San Francisee Office: Los Angeles Office: Cleveland Office: New England Office: | 
846 Marbridge Bide. Plaza Hotel 118 East sth St. The Hollenden Hotel Draper Hotel, 
Pittsburgh Offes: 8. W. MOYLAN H. KUSHING C. E. VAN DE GRIFT A. F. JENKS Mase 
A. BARNEY Makers of Menthan Arch-Aid Shoes Write for Agency Proposition : TAGNE 


4.75 
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“REGENT” Kid ...... 00 “TINETA” 
Heel 


‘rocess 
Patent ee 


B-600— 
B-449—White Kid ...... 4.75 B-505—P a teu t Leather 
with Black Porcupine 
4.75 


“SPEAR” 
B-825—White Kid with 
Combination Strap of 
White Lizard and te 


Gold and ham Buckle Strap of Pat. and Mat 
B-149—Brownstone Kid. .85.00 4.75 “POLO” 
B-123—Biack Kid with Bice Special Process 
Nickel andJet Buckie,” 5.00 Slate Bive and Blue 


Blue Kid. 5.00 
B-754—Black Satin 
05—Mat Kid 


B-704—Patent Leather... 4.65 


Process “BERNICE” 
Satin $4.75 Nickel and Jet Buckle 
B-285—Silver Kid ...... 6.00 B-~183—Patent Leather ..$4.75 


tl 


MENTHAN’S NEWEST IN-STOCK NUMBERS 
19/8 Heel 
Kia" 
“PHYLLIS” 
) di 
“BERNICE” Kid .. 85.00 
“NORGE” 
a 
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| 
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NATIONAL NEWS 


SATURDAY, APRIL 27, 1929 


EVERY WEEK 


Pacific Northwest Men Plan 


Monster Regional Convention 


Display of 200 Lines and 
Educational Program 
Formulated 


PORTLAND, ORE.—Plans for the 
Second Annual Convention of the Pa- 
cific Northwest Shoe Retailers Asso- 
ciation to be held in Portland June 
38, 4 and 5 are nearing completion 
with indications for an attendance 
that will surpass the initial meeting 
last year in Seattle. 

The entire Multnomah Hotel, se- 
lected as headquarters, has been 
taken over and here at least two hun- 
dred lines of shoes will be spread. 

President Will A. Knight, genial 
host to all shoemen on the Pacific 
Coast, has been devoting practically 
all of his attention toward the per- 
fection of the details, and promises 
a successful convention not alone in 
numbers, but in educational ad- 
dresses from which merchants can 
profit. 

“When we s of making it a bi, 
success,” Knight, “we aa 
not speaking in the sense of band mu- 
sic, fireworks and jollity. We mean in 
developing the real usefulness of the 
convention as a market place where the 
representatives of shoe manufacturers 
can display their lines and where the 
retailers can buy—and buy to better 
advantage than is possible at any other 
time or place. To establish and main- 
tain this kind of a market place where 
the manufacturers and retailers can 
meet for three days once each year is 
good business for all concerned. 

“Also we mean by success the devel- 
opment of the convention as the one 
time and place where the retailer can 


come to check up on himself once a. 


year, to make sure that he is keeping 
up-to-date in his business methods. 
With these two main objects in mind, 
we are not inviting retailers to come to 
the convention for a ‘good time.’ We 
are urging them to come to the con- 
vention to buy shoes—because they can 
buy at the convention better than at 
any other time or place—and to get 
the benefit of the educational features 
which the convention will provide. In 
this latter particular our p am com- 
mittee is concentrating on three ideas 


Shoes on the Payment 
Plan 


Indianapolis, Ind. (UTPS)—The 
Davis Credit Shoe Store, 236 
Massachusetts Avenue, is a new 
shoe shop in Indianapolis, offer- 
ing footwear on the weekly pay- 
ment plan. E. L. Davis, formerly 
with the W. L. Douglas organiza- 
tion in this city, has opened the 
store with a complete line of shoes 
for men and women at prices 
ranging from $3.95 to $9.95 with a 
reduction of 10 per cent for cash. 
Davis, when interviewed, reported 
business very good and gradually 
increasing. atrons may pay 
from $1 on up weekly, according 
to their income. 


—education on buying, education on 
selling, and education on shoe style. 
“And our program committee has 
laid down another principle which 
strongly appeals to me. It is that they 
do not not care a whoop whether a 
man has a national reputation or no 
reputation at all, in considering giving 
him a place on our educational pro- 
gram. The only question with the com- 
mittee is whether he has developed a 
new idea of some kind useful in mer- 
chandising shoes and can tell us about 
it. If he meets those requirements he 
will get preference on our program 
over a big fellow with a national rep- 
utation who might have nothing new to 


say. 

“Perhaps it is peculiar, but I believe 
it is absolutely true, that most of Amer- 
ica’s big ideas in merchandising have 
come from small towns, not from big 
cities. Woolworth developed his big 
idea in a small town. J. C. Penney 
worked out in the wilds of Wvoming 
the ideas and the plans on which his 
success has been built. He started build- 
ing there, and expanded from one small 
town to another. and was a wonderful 
success before he ever invaded a big 
city. And so I confidently expect we 
are going to have on our program some 
clever men from small towns with new 
ideas. in contrast to big leaguers telling 
us a lot of stuff we have heard before.” 

The following committees were ap- 
pointed by President Knight: 

General Committee — William H. 
Harbke. chairman—this committee 
ing made up of all the chairmen of the 
various Convention Committees. 


Finance Committee — William H. 
Harbke, chairman; Ward B. Brazelton, 
treasurer; T. R. Horne. 

Publicity Committee — Willis Har- 
greaves, chairman; Harry R. Cummins, 
R. H. Stewart. 

Golf Committee—F. L. Wisherd, 
chairman; J. R. Straight, George D. 
Williams. 

Reception Committee—Ward B. Bra- 
zelton, chairman; C. E. Hyde, Ha 
R. Cummins, F. L. Wisherd, David M. 
Graham. 

Entertainment Committee—C. E. 
Hyde, chairman; Chester Greer, David 
Mills, John A. Simpson, H. A. Thomas. 

Program Committee—E. B. Carring- 
ton, chairman; A. Y. Drain, George 
King, Oscar Olman, George F. Geist. 

Automobile Committee— Harry F. 
Goldstein, chairman; John A. Caldwell, 
Samuel Swirsky, John W. Adams, Sam 
Armishaw. 

Suburban Committee—O. C. Crowley, 
chairman; G. H. Nickles, W. C. Backe- 
berg, W. R. Eberle, George Arbuckle. 

Advisory Committee—James A. Law- 
rence of Portland, chairman; George 
Turrell of Seattle, Roger Manning of 
Everett, James Marlatt of Aberdeen, 
Earl McLaughlin of Walla Walla; 
Lloyd Hill of Spokane, Chris Christian- 
sen of Wenatchee, John Wilkinson of 
Bellingham, V. V. Pessemier of Taco- 
ma, W. C. Backeberg of Longview, B. 
W. Burnett of Boise, C. F. Wallin of 
Seattle, Carl Epplen of Spokane, N. C. 
Phillips of Seattle, F. E. Powell of 
Seattle, Harry Featherstone of Spo- 
kane, Roy Thistlewaite of Helena, Wil- 
lis Hargreaves of Portland, Harry Per- 
kins of Seattle, Robert Allen of Taco- 
ma, Parker Barrett of Walla Walla. 


Panor Opens New Store; 
To Close Old One 


MINNEAPOLIS, MINN. (UTPS)—By 
May 1 Panor’s will have closed the shoe 
store operated several years at 620 
Nicollet Avenue, forced out as was 
Stendal, the Shoeist, by acquisition of 
the property for large chain stores. 
However, Panor has taken time by the 
forelock and has just opened a store at 
522 Nicollet, to replace the store at 
620, where a closing out sale is con- 
ducted. Thus Panor’s is to-day at 
three addresses on Nicollet, 522, 620 
and 812. The last numbered store is 
@ comparatively new one and will con- 
tinue under the management of Fred 
Panor. J. Kates, manager at 620, will 
continue at 522, where the decorative 
effect is the standard Panor red, gold 
and black, with walnut finish equiv- 
ment. The store has twenty-eight 
chairs for customers. At the right of 
the main door is the Stocking Shop, 
with buckles and slippers shown also 
in the floor case. 
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DN351—Patent Colonial 
8%-11 OD 11%-2 B-OD 
$2.50 $2.90 


BOOT AND SHOE RECORDER April 27, 1929 
8%-11 OD 11%-2 B-OD $1.90 $2.25 
$2.25 $2.65 11%-2 BOD 
$2.65 


IN-STOCK 
Merchants tell us that the faster turn- 
_ over of Skeezix Shoes makes obligatory 
a faster and more dependable in-stock 
- service than the ordinary. We cannot 
_ continue making Skeezix Shoes without © 
_ meeting this obligation. Therefore, our 
In-Stock Department has been organized _ 
on the highest plane of ‘efficiency to — 
meet the needs of all Skeezix dealers. | 
Ask for Complete “In-Stock” Catalog. 


LANCASTER SHOE CO. 
ELIZABETHTOWN, PA. 


— of Goodyear Welt Shoes for Children 
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Gude’s Present Shoes 
in Hollywood Show 
HoLLywoop, CaL.—A feature at the 
Hotel Roosevelt, April 17, was a Style 
Show given as the entertainment for 
the regular afternoon tea and dinner 
program. By invitation. Gude’s pre- 
sented the shoes, stockings and jewelry, 
while the gowns and hats were from 
Myer Siegel Co. The show was put on 
in the hotel’s dining room, so the at- 
tendance was necessarily limited to 
hotel patrons. A very smart clientele 
which ineluded a goodly number from 
the Movie Colony packed the room at 
both showings. 
Paul B. Kirch of Gude’s commented as 
follows: “Costumes, shoes and jewelry 
were in perfect harmony. It was, with- 


out question, the finest Style Show I | 


have ever seen. Sports and dressy 
afternoon. costumes were featured very 
strong. The ensemble with the new 
jacket effect was very noticeable for 
all wear, from morning until night. 
Most of them were very colorful with 
white, beige and black carrying their 
usual burden. High colored as laven- 
der, citronella and flesh pink were 
featured. The blue range was very 
prominent, from the dark tones to the 
very lightest. Prints were very out- 
standing in the afternoon showing. 
There was a distinct evidence of the 
new feminine mode by bringing out the 
retty new gowns that were once much 
avored in by-gone days.” 

The one outstanding costume in each 
division was thus described by Mr. 
Kirch: “Dinner gown: In lace of mocha 
and silyer. Shoe, opera pump of mocha 
brocade. The brown tones were very 


smart, 

“Formal White chiffon with bril- 
liants. Green costume jewelry. Two 
toned ombré trimmed silver and gold 
slippers, gold heels pistachio crepe 
vamp and jade crepe quarters. 

“Afternoon: Printed chiffon in 
medium blue and moonlight silver. 
Blue pearls. Plain blue crepe opera 
pump of a darker shade than the cos- 
tume. Neutral hose. 

“Tailored: Black and white checked 
three piece ensemble. The skirt and 
jacket of light weight woolen, with a 
white crepe blouse. A swagger and ef- 
fective shoe, a one strap in white buck, 
_s calf trimmed, completed this cos- 

me. 

“Sports: § tor; A two piece 
sleeveless all white pleated skirt with a 
red jacket. Shoe, a three eyelet per- 
forated oxford, box heel, made of red 
and white kid, was the making of this 
very chic ensemble.” 


Joseph Koch Dead 


New York, N. Y.—Joseph Koch, 
founder of Koch’s Shoe Emporium at 
104 West 125th Street, 50 years ago, 
died at the age of 85, last Saturday, 
April 20, in the Hotel Chalfonte, where 
he resided with his daughter, Mrs. L. 
Heymann. 

Mr. Koch was the father of Fred W. 
Koch of Boston, Al. Koch of the An- 
drew Geller shoe store at Fifty-first 
Street and Broadway, New York, and 
grandfather of Leonard Koch, who is 
With the Wise, Thirty-fourth Street 
shop, New York. 


To Roses Girl Scouts 


“Jack” Sandler 


Boston, Mass.—Jack Sandler, sales 
manager, and in char of the new 
“Sportster” Approved Girl Scouts shoe 
division of the house of A. Sandler 
reports that he has received the final 
stamp of approval from the executives 
of the Girl Scouts of America. 

This Approved Girl Scout shoe has 
been included as part of the equipment 
of many of the Girl Scout troops. The 
house of A. Sandler, with over a half 
century of service, now operates exclu- 
sively in sport and fashion welts. Its 
executives are A. Sandler, president; 
Samuel Sandler, treasurer; Jack Sand- 
ler, sales manager; Phillip Sandler, 
production manager, and Max Sandler, 
secretary. 

Franchises are now being granted to 
the better grade stores of the country, 
so that young girls, either members or 
non-members of this great national or- 
ganization, can get these approved 
shoes with assurance of fit, for stand- 
ards of correct shoe fitting are strictly 
observed. 

Jack Sandler, at a recently-held ex- 
ecutive meeting of the Girl Scouts of 
America, submitted standards of fit- 
ting to be followed in this new, na- 
tional service to girl scouts. Jack 
Sandler was prompted to originate and 
develop a scientifically proportioned 
shoe for girl scout use from his own 
experience of fifteen years at retail in 
Brockton, specializing in the fitting of 
growing feet. 

The new specifications meet the de- 
mand for a uniform type of footwear to 
go to this great and growing army of 
over a quarter of a million junior 
misses and their older sisters. The shoe 
serves admirably in outdoor exercise, 
camping and hiking. 

“Up to a short time ago,” said Mr. 
Sandler, “Girl Scouts could wear any 
kind of a shoe and selection was op- 
tional.” The result was troops outfitted 
in sneakers, high boots, oxfords and 
Mary Janes. With the rest of the uni- 
form matched in color and design, it 
was obvious that the shoes were “out 
of step.” The need for a special shoe 
to serve a special service resulted. In 


Pittsburgh to Promote 
Men’s Brown Shoe Week 


PITTSBURGH, Pa. (UTPS) — The 
April meeting of the Pittsburgh Shoe 
Retailers Association, held Thursday, 
April 18, at the store of Ritter & Mor- 
rison, 501 Liberty Avenue, and at 
which it was decided to promote a 
“Men’s Brown Shoe Week,” was a ban- 
ner event from every standpoint. 

Cal Mensch, Secretary of the Middle 
Atlantic Shoe Retailers Association 
was pers at the meeting and gave 
a highly interesting talk on “Mergers.” 

Austin L. George, local Attorney, 
gave an address and exhibited a motion 
picture entitled “Vanishing Fortunes” 
on the subject of the conservation of 
life insurance trusts, and the “Open 
Forum” discussion not only elicited 
interesting answers from Mr. Mensch 
but brought out valuable information 
on “Selling More Men’s Shoes” from 
Al Schmidt, William G. Laird, George 
W. Ludebuehl, Burt Morrison, Maurice 
Brody, Harry Ritter, William Winfield, 
Harry W. Stoebner, W. H. Kuhl and 
others. 

Voting in favor of a “Men’s Brown 
Shoe Week,” the term “tan” being re- 
jected as too restricting, favored the 
project by a large majority. The ap- 
pointing of a committee to carry out the 
details was left to the discretion of the 
chair and deferred to a later date. 

Entertainment, including a practical 
joke on A! Schmidt, was furnished by 
Ritter & Morrison who proved perfect 
hosts. William G. Laird, President of 
the local Association, presided at the 
meeting. 


E. J. Baker Moving 


WATSONVILLE, CAL. (UTPS)—E. J. 
Baker is opening a new shoe store in 
Watsonville, or rather, is moving from 
his present location, as the structure 
in which his shop is housed is to be de- 
molished. Baker has just returned from 
a New York trip, having placed orders 
for new stock, new store fixtures, etc., 
incident to his removal to a new loca- 
tion. 


color harmony alone, the idea of a shoe 
color to harmoniously combine with the 
uniforms was needed. 

It was necessary in designing the 
new shoes to outline new specifications; 
viz., an especially pliable, yet durable, 
upper leather in a “moose tannage”; 
water resisting, non-skid leather sole, 
and a nationally known rubber heel. 

For one year every member of a 
troop of eighteen girls in a test district 
in a large city made periodical reports 
on the wear and appearance of this 
shoe. At the end of the year Mr. Sand- 
ler, armed with his facts, reported for 
further experimentation under the su- 
dae of Girl Scouts Headquarters. 

e outfitted various individuals and 
troops, and following two years of ex- 
tensive and intensive experimentation, 
became qualified to serve nationally 
with this new shoe for the Girl Scouts 
of America. 

The only other shoe, Officially Ap- 
proved by the Girl Scouts ye roy 
is made by the Cantilever Corporation 
of Brooklyn, N. Y. 
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The Standard 
‘ House Slipper 


for years has been the Greeley 
Boudoirs—and still is. Beau- 
tifully made—hand turned in 
black and colored leath- 
ers with leather or rub- 
ber heels. You can’t go 
wrong on Greeleys. Ask 
your jobber and if he 
can’t supply—write us. 
A. W. GREELEY 
12 Duncan St. ~ 


Haverhill, Mass. 


Boston office, 78 Ldncoln Street 
Mr. CurTine anp MR. Carr 


IELD « SONS 


1629 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 


No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- | 
con is exhausted. No more copies of this shoe | 


and leather trade dictionary will be available until | 
a new edition has been printed, at which time | 


Printed Price Tickets 


All regular and 
Clearance Sale Prices 


Any prices wanted 25¢ to $22.50—Green Border 
Any prices wanted $1.00 to $14.00—Orange Border 
6-doz. odd lot assortment ’ 
$1.10 
12 doz. 
24 doz.—g3.50 
12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz. 
1 doz. of one price 15c¢ 
Cash or stamps with order 


Merchants Service Dept. 
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“Typical” Shoe Store 
for Ohio Convention 


CoLUMBUS, OHIO (UTPS)—One of 
the most interesting features of the 
comirg annual convention of the Ohio 
Valley Retail Shoe Dealers’ Association 
which will be held at the Deshler-Wal- 
lick Hotel, Columbus, May 13 to 16 in 
conjunction with the Ohio Retail Dry 
Goods Association and the Ohio Retail 
Clothiers’ and Furnishers’ Association 
will be the survey of a “typical” shoe 
store. This survey is to be made by 
Frank Stockdale, a merchandise coun- 
sellor of Chicago who has been em- 
ployed by the three associations collab- 
orating in the convention to make the 
survey. Mr. Stockdale will also make a 
survey “typical” clothing and a 

ical’ goods store. 
wie Stockdale has made the prelim- 
inary survey of the shoe store and is 
compiling his findings on the store. The 
name of the store is to be kept secret 
and only the findings revealed. 


Buckley’s, Houston, 
to Move Soon 


Houston, Tex. (UTPS)—Buckley’s 
Shoe Store will move from 315 Main 
Street, Houston to 317 Main Street. 
This move will be made some time 
between May 1 and 15, at which time 
the new location will have been re- 
modeled. New fixtures and the latest 
ideas in lighting and display facilities 
will be carried out in the new store, 
which will be quite an improvement 
over the present location. 

According to John Buckley, manager, 
this store is relocating in the same 
block to stay in the shoe district of 
Houston. Buckley’s has been in its 
present location for the past 30 years. 
The building that will be occupied by 
Buckley’s has been a shoe store for 45 
years. Mr. Buckley explains that a 
large clientele has Seen accustomed 
to coming to this block when they think 
of shoes, and he is carrying out the pro- 
gram to keep the public sold on this 
thought. 

Buckley’s is one of the five oldest 
shoe stores in the United States. It 
_ founded by Stephen Buckley in 


This shoe store is a family shoe 
store, while it specializes in shoes for 
children and for the modern Miss. 
This store is said to carry one of the 
most complete stocks of children and 
modern Miss shoes in the South. No 
departure from the policy of catering 
to family trade will be made in the new 
store. A four year lease has been 
signed for this new location, the rental 
to total $36,000. 


Open “Downstairs” Store 


CoLumBus, OHIO (UTPS) — The 
Morehouse-Martens Co., a component 
oy of the Hahn Department Stores, 
he., opened its “Downstairs” store 
April 11 with women’s, men’s and 
children’s shoe departments. C. E. 
Parks, formerly buyer of shoes in the 

ment store of McCreary’s, Pitts- 
burgh, has been made buyer of all of 
_. shoe departments of the Morehouse- 


rtens “Downstairs” store. 
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Adler Goes Modernistic 


New York, N. Y.—Jesse Adler of 
the Adler Shoe Co., has finally suc- 
cumbed to the lore of modernism, and 
his 21st shoe store for men, opened 
last week at 488 Seventh Avenue, is 
the last word in modernism. The dis- 
play windows present a unique ap- 
a Son with the many angles and 

ackgrounds of silver. Display fix- 
tures are of extremely modernistic type. 

Above the windows is a large sign in 
blue and silver on glass that is an en- 
tirely new idea in sig: work. The 
interior of the store has a background 
of silver and metal, although wall cases 
occupy a large part of the interior 
space. 

The new store is in the heart of the 
women’s garment section and special 
announcements of the opening were 
made through Women’s Wear, a daily 
garment newspaper. 


Statuary Now Used 


for Display Fixtures 


Novelty shoe display fix- 
tures follow closely the 
trend of art, and so we 
now see an increase in the 
number of statuary fix- 
tures just as we see a new 
interest in statuary for 
the home. The three il- 
lustrated here are recent 
introductions—all finished 
in old gold, old silver 
or verdi bronze. Fixture 
No. i is only 4% inches 
high with a tilting top, permitting the 
shoe to be shown at any desired angle. 
Fixture No. 2 is 12 inches high with 


No. 1 


No. 2 below 
No. 3 left 


tilting tops, and will hold one pair. 
Figure No. 3 is 15 inches in height 
without the attachments, and can be 
had also in a 12-inch heights. It holds 
= pairs, and all parts are detach- 
able. 


Four Cars of Shoes 


BIRMINGHAM, ALA. (UTPS)—A four 
carloads shipment of shoes from Bos- 
ton, New York and Brooklyn is to be 
delivered to the “=.«zantee Shoe Co., of 
Birmingham f + ‘ae twenty-fifth anni- 
versary sale oi the five stores operated 
by the company, to be held next month. 


Philadelphians Hold 
Annual Meeting 


PHILADELPHIA, Pa. — The annual 
meeting of the Philadelphia Shoe Re- 
tailers Association was held last week 
at the South 52nd Street Store of 
President Alfred H. Cohen. The elec- 
tion of officers was postponed until the 
next stated meeting of the association. 

A committee of three was appointed 
by mae ey Cohen to visit Anthony 
H. uting, president of the National 
Shoe Retailers Association, and solicit 
his cooperation in building up the mem- 
bership and prestige of the local 
association. Members of the committee 
include John Saunders, Albert Forster, 
and Mr. Cohen. 

A. J. Stine, buyer for the fashion 
shoe salon at the Blum Store, Phila- 
delphia gave a brief talk on style 
trends. e prefaced his remarks with 
some straight talk around the subject 
“Who is the shoe merchant?” “The 
average small retailer,” he said, “can- 
not even be considered to be in the 
shoe business. He is not a merchant in 
any sense of the word, but simply has 
a stock of assorted shoes that he is 
trying to sell. His interests are so 
local, often being limited by a few 
blocks in the immediate neighborhood, 
that he never sees even the possibilities 
of merchandising his stock in an in- 
creasing field. 

“He does not read the trade papers 
and for this reason does not know the 
extent and importance of the business 
which he has chosen to enter. The 
man who reads and digests his trade 
papers is the man from whom pro- 
gressive action may be expected. If 
he is not enough interested in his own 
business to read them. 

“The large and successful merchant 
has only one thing to teach the 
neighborhood store, and that is mer- 
chandising principles. From the point 
of view of what styles will sell in a 
given neighborhood, the judgment of 
the local merchant is as good or better 
than the judgment of the centrally 
located store which can concentrate on 
and sell certain lines on a fashion or 
style basis. 

“If the local merchant slavishly 
follows the dictates of the larger stores, 
stocks the same lines, and the same 
colors he runs a good chance of going 
broke. He should consider the needs 
of his neighborhood first, and general 
style tendencies second. 

“The only general prediction about 
style that it is safe to make is that 
reptiles should be in demand for some 
time to come. Colored linens will be 
sold by the larger stores and the fashion 
salons but they should be treated with 
caution by the neighborhood merchant 
or he is likely to find himself over- 
stocked, with no potential outlet for 
the 8.” 

After considerable discussion of Mr. 
Stine’s talk, light refreshments were 
served, and the meeting adjourned. 


Gunnoe Transferred 


LEXINGTON, Ky. (UTPS)—R. L. 
Gunnoe of Charleston, W. Va. has been 
transferred to Kinney’s Lexington 
store as assistant manager to Mr. 
Harris. 
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Black and Brown Shades 
Predicted in Seattle 


SeaTtitz, WasH. (UTPS)—Spring 
stocks have been late in coming in and 
the forecast so far is rather jumbled. 
At Turrell’s, Inc., the prediction is 
that black kid will be the most popular 
in ladies’ shoes for the spring season, 
j ing from present deman Tur- 
rell’s shops are showing in addition 
to the many variations of the black 
kid pump and street oxford, many 
shades of brown and beige, with a 
sprinkling of colored shoes that in- 

ude many exotic shades. Cadet Blue 
is the most —_— of the lighter 
Fre aoe and Navy leads the darker 


ers. 

Harry Perkins, Inc., forecasts a 
rare ge for the wood shade with 

ntella Brown as a ble favorite. 
The darker shades which come under 
this heading are shown in many varia- 
tions not me! of form but of leather 
and trim. In some cases the same 
shades of kid and reptile are combined 
in smart street shoes. More d 
shoes include the darker leathers wi 
touches of one or more shades of a 

hter or contrasting color used in the 

m. The few examples of the bright 
colored shoes shown by Mr. Perkins 
include two shades of violet, Chartreuse 
and a brilliant shade of red. 

One of the leading department 
stores predicts that the beige shades 
will lead the sales, but claim that it 
is yet too early to know just exactly 
what the demand will be. The majori- 

of the lighter shoes are shown in 
un Tan and combinations of kid and 
in the lighter shades of reptile. The 
latter seem to be the only shoes among 
the lighter shades that are receiving 
any attention so far among the femi- 
nine public of Seattle. 


In New Location 


Boston, Mass.—The Merrill’s-Grover 
Shoe Shop, Inc., formerly located at 
168 Tremont Street, has recently moved 
159a Tremont Street. An attrac- 
tive four page folder has been sent to 
charge customers illustrating two pop- 
ular numbers in a one-strap and a tie, 
black and brown kid pattern, and em- 

hasizing the thought that fashion may 
be made comfortable, by wearing ap- 
propriate shoes, for every type of foot. 


Tans in Tulsa 


Tutsa, OxLa. (UTPS)—H. J. Allen, 
manager of the men’s shoe department, 
Palace Clothiers, finds that his depart- 
ment is selling more tan shoes than 
would be expected, considering the gen- 
eral trend of shoe styles for men. Sport 
shoes appear to be more popular than 
in past seasons. The Palace handles 
— & Sons shoes and C. B. Slater’s 

ne. 


Rejoins Herold’s 


San Jose, CAL. (UTPS)—With the 
closing of The Vanity Shoe Store here 
a few days ago, E. kenstoe. one of 
the co-owners, has joined the Herold’s 
Shoe Store, his former connection. 


- New Minneapolis Store 


MINNEAPOLIS, MINN. (UTPS) —A 
new shoe department was opened last, 
week by Rossman-Clemons, Hennepin 
Avenue at Sixth Street. This firm will 
carrv the Radleigh brand. The com- 
pany is formed by a union of Rossman 
and Clemons stores, affecting Duluth as 
well as this city. Stores are to be 
in Hibbing, Winona and St. 
Cloud, Minn. A. M. Barnes is man- 
ager here. This has been a walk-up 
store, but the management has placed 
the shoes on the ground floor, where a 
new type of black vitrolite entrance 
— gothic background has been cre- 
ated. 


York Outing to Be 
Held on July 18 


York, Pa.—Preliminary arrange- 
ments were made at the April 22 meet- 
ing of the York Shoe Retailers’ Asso- 
ciation for the annual outing held by 
the organization for the benefit of the 
employers and employees of the various 
stores in the city. The outing will be 
held on July 18 at some, as yet, un- 
selected place. Cletus Reineberg was 
appointed chairman of the committee to 
arrange for the affair, the other mem- 
bers of this committee being Clarence 
Hoff and Harry Bamer. 

“The History of Rubber” was traced 
by the speaker of the evening, V. K. 

aefer, representative of the United 
States Rubber rey 2 The meeting 
was in charge of Mose Leibowitz. 


Long Tourist Season 


MiaAMI, Fia. (UTPS)—S. H. Bailey, 
head of the shoe department at Sewell 
Brothers, Miami’s oldest shoe store, 
states that the tourist season is holding 


| up longer than usual in Miami. What 


the tourists buy here is a index to 
what will be popular in Northern 
resorts later on. ing tips have been 
unusually good in all sport types. Indi- 
cations point to all shades of orchid to 
be good along with sun tan. Fabrics 
are on the go; they have had their day. 
Pastel colored kids are replacing the 
beautiful fabric shoes which have been 
so popular throughout the winter 
season. 


Tennant Opens Store 


San Jose, CaL. (UTPS)—Silver’s 
Shoe Store has gone out of business 
now for some time, but the location 
appealed to W. F. Tennant, so he had 
the store-front rebuilt and has now 
opened it as the Family Shoe Store, 
with Harry Silver as buyer. 


Buy Arch-Aid Store 


San Dieco, CaL.—Elmer Kenyon and 
C. J. Shaw, who were both connected 
with the shoe department of Holz- 
wasser for a number of years in the 
positions of buyer and assistant buyer, 
have bought out the in- 
terest of F. F. Wisher in the Arch-Aid 


Shoe Shop. 


Marott Tribute Paid 
on Presentation of Plaque 


INDIANAPOLIS, IND. (UTPS)—Trib- 
utes to the achievement of George J. 
Marott, Indianapolis Shoe Merchant, 
from his arrival in America as an im- 
migrant until the present time, were 
= Wednesday night, April 10, at a 

nquet in his honor at the Marott 
Hotel. The occasion was the official 
neve ag of a bronze plaque to 

arott by guests of the hotel on his 
seventieth birthday. Marott’s birth- 

y. Marott’s birthday was Dec. 10, 
1928, but the formal presentation was 
delayed because the work on the plaque 
had not been completed at the time. 

The plaque is a gift of fifty-five 
guests of the hotel, whose names are 
engraved on it. The inscription is 
“1858—-George J. Marott—1928. For 
years a leader in the 
growth of Indianapolis. As a token 
of the esteem in which he is held as a 


master builder,.this plaque is given to 
him on his seventieth birthday by some 
of his friends in the Marott Hotel, who 


regard it not only as a home, but a 
monument to the man who built it.” 

“After all it is the friendships and 
associations of you men that make life 
worth while,” Marott said in response 
to the tributes. 


Store Name Changed 


CONNERSVILLE, IND.—Hugo Williams 
has acquired the interest of his part- 
ner, Leo Kahn, in the Kahn-Williams 
Co., here. and the name of the store has 
been changed to the Williams Shoe Co. 
Footwear from $5 to $12 will be han- 
dled and a hosiery department has been 
added. Also the interior of the store 
has been remodeled. The store has 
been in existence for fifteen years, sell- 
ing men’s, women’s and children’s foot- 
wear. 


Fire Damages Store 


ALLIANCE, OHIO (UTPS)—A fire of 
mysterious origin badly damaged the 
stock and store room of the J. E. 
Wethel Shoe Store at this place re- 
cently. The fire for a time threatened 
the entire business district of Alliance 
- caused damage to several adjacent 

res, 


Economy Store Opens 


Los ANGELES, CAL. (UTPS)—Econ- 
omy Shoe Store has med at 2310 
Brooklyn Avenue, Los Angeles, Joseph 
Newman, proprietor, and offers, as its 
name indicates, the medium-priced lines 


of footwear for every member of the 
family. 
Another “Economy” Store 


F N, Cau. (UTPS)—With 
Vie Eimers in charge, another Econ- 
omy Shoe Store has seen the light, this 
time at 114 West Commonwealth 
Avenue, Fullerton. Eimers is making 
shoe history in the southland, having 
similar stores in Anaheim and Santa 
Ana, also known as Economy Shoe 
Stores, and handling the medium priced 
lines for men, women and children. 
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Women Spend 85 Per Cent 
of the Family Income 


Boston, Mass.—Secretary Thomas 
F. Anderson of the New England Shoe 
and Leather Association and Maj. 
Charles T. Cahill of the United Shoe 
Machinery Corporation, were among 
speakers at the recent luncheon-meet- 
ing of the Boston Trade Association 
Executives. The subject discussed was 
relations between trade organizations 
and the newspapers. 

In the course of an interesting state- 
ment, Major Cahill called attention to 
the remarkable increase in the study 
of home economics throughout the 
United States, as shown by the fact 
that there are today something like 
42,000 teachers of this subject. He 
also emphasized the fact, important to 
the majority of manufacturers, mer- 

lay spend about per cent of the 
family 


Beck, Phila. Store Grows 


PHILADELPHIA, (UTPS)—The A. 
S. Beck Shoe Stores, a chain whose 
Philadelphia unit is located at 1206 
Chestnut Street, is taki additional 
space in the building next door, at 1208 
Chestnut Street. It is contemplated to 
install from 75 to 100 additional seats, 
and it is likely that not only will they 
lease the back portion of the store ad- 
jacent, breaking through the side wall 
of the present store, but will also take 
over the store in the front portion of 
the building, which is now vacant. A 
temporary display of Beck shoes is 
now located in the window of the va- 
cant store. 

Ben Vollins, who is in charge of the 
Philadelphia store, declares that busi- 
ness has been so brisk that more space 
is imperative, and says that Spring 
business is opening up with a rush. 
They are selling colors now, being es- 
= successful with the polka dot 
effects 


At the same time they are having 
an enormous response to their genuine 
watersnake numbers at $5.00, most of 
these combining the snake with another 
leather, and are selling lots of blacks. 


New Shoe Departments 


CINCINNATI, OHI0O—Sol Williams, 
veteran clothing store owner, recentl 
announced that shoe departments will 
soon be opened in his Covington and 
Newport, Ky., and Cincinnati, Ohio, 
stores. The Williams stores are oper- 
ated as the Star Clothing Company and 
will handle a complete line of popular- 
priced footwear for the family. 


Donnelly Stock Sold 


MINNEAPOLIS, MINN. (UTPS) —A 
trustee sale of the stock of footwear 
for men and women for three days in 
the Donnelly Boot Shop, La Salle 
Building, has just taken place. Dis- 
counts were from 40 to cent. 
The fixtures were for sale also. Mr. 
Donnelly has been ill for some time and 


had inside. 


do in this case, by almost fillin 
patterns, 


Not all good windows follow the pattern of the art moderne. Here, 
for instance, is a trim installed in one of the Chisholm Boot Shops 
which served as an announcement that Foot Friend shoes were to be 
Because this is a specialty shoe, it was good business to 
fill the alcoves with signs telling the good points of the merchandise. 
And, because orthopedic qualities and style do not always go hand in 
hand, it was a wise move on the part of the trimmer to prove that they 
the window with a wide variety of 
ors and materials 


A Window with an Idea 


Open New Department 


BIRMINGHAM, ALA. (UTPS)—The 
shoe department of the Adams Depart- 
ment store, operated by the Edwards 
Shoe Co., of Atlanta, has opened a 
new department on the mezzanine floor. 
This new store will feature shoes at 
$5.85. The basement department will 
handle cheaper shoes. 


C. H. Gillette, a Manager 


Houston, Tex. (UTPS)—C. H. Gil- 
lette has been appointed manager of 
the Houston store of the Newark Shoe 
Store, 1107 Congress Avenue. Gillette 
has been with the organization for the 
past three years. 


New Memphis Store 


MEMPHIS, TENN. (UTPS)—The Bos- 
ton Shoe Co., recently chartered, is 
preparing to open a retail store for 
men, women and children’s shoes on 
the northeast corner of North Main 
and Poplar Avenue after the building 
is remodeled, which work is now in 
progress. 


New Kinney Store 


BARNESVILLE, OHIO (UTPS) — The 
G. R. Kinney Co., has opened a shoe 
store at 212 East Third St. The store 
room underwent extensive remodeling 


unable to operate the store personally. 


preparatory to the opening of the store. 


Home Trade Store 
Expands 


MINNEAPOLIS, MINN. (UTPS)—AI- 
though the Home Trade Shoe Store, 
Inc., opened its branch store at 924 
Nicollet Avenue only a few months 
ago on Friday it will add 3000 square 
feet floor space and make a radical 
change in arrangement of stock. The 
addition gives a total of 5000 feet, and 
another entrance, from an arcade. To 
accomplish this the arcade lobby was 
shortened and additional shop room 
was taken. Two display windows open 
on the arcade. At the left of the new 
entrance is the men’s shoe department. 
The original entrance from Nicollet 
Avenue leads into the women’s depart- 
ment. Next at the left are in succes- 
sion the following stocks: misses’. 
growing girls’, infants’, children’s, 
youths’, little gents’ and boys’. 


Ground Gripper in 
Houston 


Houston, Tex. (UTPS)—Sheeley’s 
Ground Gripper Shoe and Foot Clinic 
has been opened in Houston at 305 
Mason Building. ‘ 

This firm will feature Ground Grip- 
per shoes for men, women and chil- 


dren for health, sport and dress wear. 
Morgan is manager of the 
local store. 
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In The Boor REcorRDER 


NATIONAL NEWS 


SATURDAY, APRIL 27, 1929 


EVERY WEEK 


60 STYLES IN STOCK 


_ EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


regarding the fall season. 
versal of attitude expressed earlier in 
the year, they are now preaching busi- 
ness increases throughout the remain- 
der of the year. 


years of exceptional work 
the society, the South Congregational 
Church has accepted and has placed in 
its memorial ha 
of Preston B. Keith, late prominent 
shoe manufacturer here, — by 
his granddaughter, Miss 

kins. 
appropriate exercises. 
his active work to advance the shoe 
dustry, Mr. Keith also found time to 
serve for years as moderator of the 
church and was president of the Y. M. 
C. A. here for nearly two decades. 


St. Louis Houses 


Are Optimistic 
On Fall Season 


Trade Showing Substantial 


Gains; Retailers Paying 
Bills Promptly 


St. Louis, Mo.— Every indication 


points to a volume of business for the 
month of April that will run consider- 
ably ahead of the same month of a year 
ago. Reports from the general line 
houses particularly have been optimis- 
tic and gains predicted in one of the 
larger 
The specialty units of the big firms are 
having unusually heavy volume, and 
these divisions of the business will 
show even greater increases than the 
in-stock general houses. 


houses approximated $500,000. 


Officials of the industry are optimistic 
With a re- 


The head of a large firm said, “We 


are most impressed with the condition 
of our trade today, especially when we 
observe the promptness in which 
charts are paying their bills. Our col- 
lections are far ahead of last year for 
the same period, and this to us means 
retail merchants are in excellent shape 
to inaugurate a substantial buying pro- 
gram for fall.” 


mer- 


With April being outstanding in vol- 


ume, it is said in some of the houses 
that all of the losses sustained earlier 
in the year will be retrieved with suf- 
ficient surplus to show a gain on the 
business period. 


The pattern departments have the 


fall line well under way with some 
numbers completed. One house sent 
to their men a numb=r of new samples 
which will 
fall styles. 


be introduced as advanced 


P. B. Keith Memorial 
BrockTon, Mass. — ng the 
did for 
a beautiful painting 


rothy Per- 
The portrait was unveiled with 
In addition to 


-| started reordering in April. 


Cincinnati Reports 
Increased Production 


CINCINNATI, OHI0—Shoe factories 
in this section were running three to 
four days a week around the middle 
of April and production at most of them 
is being increased gradually. In some 
instances orders for summer merchan- 
dise were booked in January, while 
some firms did not send out the late 
spring and summer samples until the 
latter part of March, and a nice volume 
of orders is now being taken for warm 
weather footwear. 

Exceptionally warm weather through- 
out this section stimulated business 
around wholesale and jobbing houses. 
Many merchants bought rather light 
on some of the early numbers and 
Lots of 
calls are coming in for black patent 
and rush orders for snake-trimmed 
shoes are especially numerous. 

Whites are getting quite a bit of play 
at this time and a great deal of the cut- 
ting at local factories is on whites, 
grays and beiges. Blue has displayed 
unusual strength in the past few weeks, 
with the darker shades best. Some of 
the orders for blue are for immediate 
delivery while others specify May 15 
and June 1. 

A children’s shoe manufacturer re- 
ports that merchants are demanding 
more style in misses’ and children’s 
shoes than ever before. Many of those 
being made up for summer are trimmed 
and styled like shoes for grown-ups and 
some have 12/8 and 14/8 narrow heels. 


Brooks Shoe Mfg. Co. 
Building Large Plant 


PHILADELPHIA, Pa.—The Brooks 
Shoe Manufacturing Co. announces that 
ground has been broken and operations 
started on a new plant for their use. 
The contractors expect to have the plant 
ready for occupancy July 1. The new 
plant will enable this firm to increase 
its capacity 50 per cent over its present 
production. This is the third substan- 
tial increase in production this firm has 
made within the last ten years. 

This firm started in the manufacture 
of athletic shoes fifteen years ago, with 
a production of 200 pairs a day. Its 
high standard of merchandise has re- 
sulted in increased capacity right along. 
In its new plant it will be equipped to 
make 2000 pairs of athletic shoes an‘ 
ballet slippers daily. The new plant 
will be modern in every detail. New 
machinery will be installed and the 
plant planned so as to give maximum 
quality in shoemaking at the: lowes‘ 
cost possible. 


“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS. U.S.A. 
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Lynn to Celebrate 


Shoemaking Tercentenary 


LYNN, Mass.—This “City of Shoes” 
is leading the way for the celebration 
of the Massachusetts tercentenary, for 
it is already preparing to honor its own 
300th with a festival during 
the first week in July, or the week 
before the New England Shoe & 
Leather exhibition at Boston. Lynn 
will extend an invitation to shoe men 
far and wide, especially its sons, to 
come to Lynn for an old home week 
party, and then go to the fair in Bos- 
ton. B. N. Johnson, a Lynn lawyer 
and historian, is now on his way to 
Lynn, in England, to invite the lady 
mayoress of that ancient city to attend 
the Lynn tercentenary. 


Shoe Trade Awaiting 


Return of Warm Weather 


HAVERHILL, Mass.—There is indica- 
tion of a slowing down of business, cut- 
ting operations in several plants being 
curtailed this week. nseasonable 
weather has impaired the movement 
of retailers’ stocks and the usual flow 
of repeat orders at this season has been 

me stimulus will be given busi- 
ness, it is hoped, with the actual arrival 
of spring temperatures and the call for 
white goods and sport togs. Much de- 
pendence is being placed on this type 
of business. The Deauville sandals, per- 
forated slippers, and low shank pumps 
feature the late spring numbers now 
going through the plants. White and 
colored kid is being used in considerable 
quantity. 


Wood Heel Makers 
Oppose Storage Ruling 


HAVERHILL, Mass.—The two score 
members of the local wood heel in- 
dustry are putting up a strong cam- 
paign to secure modification of the reg- 
ulation recently enacted governing the 
storage and handling of celluloid. The 
wood heel men insist that their plants 
do not come under “storage” classifica- 
tion, inasmuch as they carry only a 
day’s supply of celluloid on hand at a 
time. The requirements of each day are 
purchased from the cutting establish- 
ments. Under the new regulations the 
heel men must occupy only top-floor 
locations in a building of fireproof con- 
struction. 


S. M. Sullivan Dead 


Brockton, Mass.—Simon M. Sulli- 
van, one of the best known shoe sales- 
men in the Old Colony district for 
years, died at his home April 16, after 
a lon riod of failing health, heart 


trouble being the cause of death. After 
as his schooling he entered the 
employ of the Kelley Buckley Co. of 


this city, for whom he later went on 
the road, traveling the larger cities. 
Later he joined the force of the Good 
Will Shoe Co. He leaves his widow, a 
son and daughter, two brothers, a sis- 
oe and his father. Burial was in this 


Wide Range of Leathers 


in Shoes for Summer 


Boston, Mass.—Buyers are visiting 
sample rooms and placing orders for 
immediate delivery. Shoe travelers are 
covering the country carefully for busi- 
ness for immediate, as well as for Sum- 
mer selling. Light colors in women’s 
shoes, including bright shades of kid, 
and genuine as well as imitation water- 
snake, are reported as favorite selec- 
tions. Patent leather tics are also in 
good demand, both for women and in 
children’s numbers; sport elk numbers 
for men and boys are also in constant 
demand. Manufacturers here are an- 
ticipating an increase in trade as a re- 
sult of the May 7-8 New York Style 
Conference of the allied trades, when 
footwear fashions for Fall will be more 
definitely determined. 

Rubber shoe manufacturers in this 
section are presenting a wide variety of 
women’s galosh fashions for Fall and 
Winter, 1929-1930, and report a favor- 
able demand; they are state that their 
new bathing shoe modeis, with colorful 
trims, are meeting with a satisfactory 
response. 

Black kid for women’s shoes has been 
selling well in nearly all grades; black 
cabrettas are also in demand; suede kid 
and calf in black and in colors are being 
well sampled. Some manufacturers are 
converting black glazed kid into mat 
kid to meet a persistent call for the 
last-named finish. Novelty shades of 
kid are holding up well. 

White buck side leather is moving 
fast; sport colors are in satisfactory 
demand. In calf leather, black sold to 
manufacturers of men’s fine shoes con- 
stitutes about 80 per cent of the vol- 
ume. One tanner reports that colors 
are beginning to show an increased 


popularity. 


Contrast in Footwear 


St. Louis, Mo.— The Brown Shoe 
Company exhibited footwear dating 
back to 1890 as well as the present day 
smartness in footwear design at the 
Mississippi Valley Manufacturers and 
Wholesalers Conference, held in St. 
Louis, April 17. 

Vamps with the pointedness of nee- 
dles in the display of shoes of long 
ago and the trick heels which have no 
descriptive phrase within the memory 
of the RECORDER correspondent attracted 
interested crowds. he progress of 
modern shoe-making perhaps was more 
marked in the shoe industry than in 
other industrial exhibits featuring the 
use of style and design. Children’s 
shoes particularly brought out the 
earlier atrocities of the industry before 
skill and invention touched the business. 


Creighton to Visit Russia 


LyNN, Mass.—Albert M. Creighton, 
who recently retired from shoe manu- 
facturing, is on his way to Russia. He 
was there two years ago. He spent 
the winter in Hawaii, and sailed from 
there to Japan. He was in Tokio last 
week. He will -travel through China 
into Russia, and probably will return 
home through Europe, thereby com- 
pleting the circle of the globe. Mr. 
Creighton travels to rve business 
conditions abroad. 


WHERE TO BUY 
Men’s Shoes 


If, STEADY PROFITABLE 
BUSINESS IS WANTED, SELL- 


nd Late 


mann 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


WHERE TO BUY 


Store Fixtures 
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WHERE TO BUY 


Women’s Shoes 


GALE SHOE MFC.COo 
MANCHESTER, N. H. 


WHERE TO BUY 
Ballet Slippers 


Rights and Lefts 
Two Grades 


$1.60 $1.48 $1.40 
1.35 1.80 1.25 SUMNER 
SMITH 
Chicago, Ill. 


In Stock 
325 West Monroe 


Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 
full line of danc- 
ing footwear 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 


In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 


slew 


Black Kid 


BALLET SLIPPERS 
Made on Right and Left Lasts 


1.30 1 
“Higher 


Coast Prices 


BROOKS SHOE 
MPG. CO. 

‘ In 
1195 No. 6th sTocr 


Milwaukee Shoe 
Concern Reorganized 


MILWAUKEE, Wis. (UTPS) — The 
Rich Shoe Co., 119 Chicago Street, 
which recently opened a new plant on 
Buffum Street, has been reorganized as 
the Rich-Vogel Shoe Co. 

Theodore F. Vogel, president of the 
Rich Shoe Co., is president of the new 
corporation, capitalization of which 
consists of 2,500 shares of no par value 
common stock. Other officers also 
remain the same. They are: vice- 
president, Thomas Kerwin, and secre- 
tary-treasurer, Fred Callies. 

he Rich Shoe Co. was incorporated 
in 1904 by the late A. W. Rich. Mr. 
Vogel has been connected with the 
company since 1919. The concern 
makes women’s popular priced novelty 
footwear with a national distribution. 
It is the largest concern in the north- 
west engaged exclusively in the manu- 
facture of women’s novelty shoes. 

Production in the new plant, which 
has a capacity of 1,200 pairs of shoes 
each day, was started last Wednesday. 
The capacity of the Chicago Street 
plant is 1,800 pairs a day. 


New Box Company 


HAVERHILL, Mass.—The E. C. Went- 
worth Corporation is a new enterprise 
in the local shoe industry, conducted by 
men well known in the shoe and allied 
industries. The new firm is engaged 
in the manufacture of wood and paper 
boxes, trunks, shipping cases and vari- 
ous wood containers. Edmund C. Went- 
worth, president of the corporation, was 
formerly head of the C. H. Hayes Box 
Corporation, this city. Associated with 
Mr. Wentworth is his son, Norman P. 
Wentworth, formerly of the Harding 
Shoe Co. 


Presents a Summer Special 


Brooktyn, N. Y.—To supply the 
insistent demand for a summer special 
for its dealers. the Best-Ever Slipper 
Company of Brooklyn are making a 
new number called “The Ever-Kool.” 
It is extremely light in weight, yet with 
all the grace of line and almost the 
equal in stability of a fashionable 
street slipper. 

It is made of Lustre de Chine 
throughout in seven pastel shades with 
Kid grain padded leather soles, 12/8 
covered heels and molded counter. 


H.C. Keith on Vacation 


Brockton, Mass.—After many stren- 
uous weeks of research and prepara- 
tion of arguments for a protective tar- 
iff on American-made shoes, Harold C. 
Keith, president of the Geo. E. Keith 
Company, and Mrs. Keith are enjoying 
3 — vacation period at Pinehurst, 


Kaplan in Ohio 


Boston, Mass.—Kivie Kaplan, gen- 
eral sales manager of the Colonial Tan- 
ning Company, nt a week with the 
J. E. McDonald Company, their agents 


Tes Angeles—1163 So. Hill &t. 


in the Ohio territory, calling on the 
trade 


Plans Wholesale House 


San Disco, Cat. (UTPS)—After 
twenty years of highly successful re- 
tail shoe merchandising, Albert Beren- 
son announces a change of his ac- 
tivities into the wholesale shoe busi- 
ness, and will shortly open a whole- 
sale shoe house, the first of its kind 
in San Diego. San Diego shoe mer- 
chants hail the new firm with much 
gratification, as the establishment of 
a wholesale house here will enable 
local retailers to carry smaller stocks 
and to fill their wants on short notice, 
instead of sending to Los Angeles as 
heretofore. 

Berenson plans on handlin 
diversified stock not only o 
but also of the novelties. 


a very 
staples 


Shoe Man Honored by 
Haverhill Association 


HAVERHILL, Mass.—Gov. Frank G. 
Allen was the principal speaker at the 
annual banquet of the Haverhill Cham- 
ber of Commerce, April 11, attended 
by more than 400 of the city’s business 
men. Governor Allen, commenting on 
the industrial outlook, asserted that 
Haverhill and the Commonwealth in 
general has reached the turning point 
in its industrial depression and that 
the value of industrial investments in 
the State has increased $50,000,000 in 
the last year. The banquet was the 
occasion of the annual meeting of the 
chamber. George W. Hurn, president 
of the Haverhill Electric Co., was made 

resident of the chamber, and Everett 
radley of the Bradley-Goodrich Shoe 
Co., Inc., first vice-president. 


J. Nelson Palmer Dead 


ZANESVILLE, OHIO, (UTPS) — J. 
Nelson Palmer age 70, founder of th 
Palmer Shoe Co., a wholesale concern 
of Zanesville died at his late residence 
April 16 following a stroke of paralysis 
two months previous. He was a direc- 
tor in several Zanesville banks and loan 
associations. He leaves a daughter and 
four sons. 


Salomon & Phillips Move 


New York, N. Y.—Salomon & Phil- 
lips, leather merchants, whose estab- 
lishment has been in one location in 
the old “Swamp” district of New York 
for 62 years, are about to move to new 
and larger quarters at 461 Fourth 
Avenue, in keeping with the trend of 
the leather to move uptown. It 
is expected that the moving process 
will be completed by May 1. 


New Tanning Enterprise 


LYNN, Mass.—Brezner Tanning Co. 
is starting to make a general line of 
upper shoe leathers in the Beebe build- 
ings, No. 11 Federal Street. Frank 
Harnett, a graduate of Pratt Institute, 
and a tanner of experience, is superin- 
tendent. N. Brezner & Co., 95 South 
Street, who have been merchandising 
leather since. 1912, will sell the output 


of this new tannery enterprise. 
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New Jacqueline Shop 


PORTLAND, ORE. (UTPS)—In its 
program of expanding operations on 
the Pacific Coast, the Wohl Shoe Com- 
pany of St. Louis is adding to its west- 
ern stores, opening a Jacqueline Slip- 

r Shop it. Portland’s new Alderway 
Building at 135 Broadway. 

In charge of the new store is Andrew 
Brummel, heretofore manager of Proc- 
tor’s shoe department, working for the 
firm in St. Louis and in Omaha. 

With twelve employees, the Jacque- 
line Slipper Shop is yencentens a line 
of women’s hosiery as well as the Wohl 
line of shoes. 

Of the 112 Wohl Shoe Company 
stores in the United States, 15 shops 
are on the western coast. 


Some Betterment 
in St. Louis Trade 


St. Louis, Mo.—Sunshine and warm 
weather brought a business betterment 
in the retail district but the trade lacks 
spirited buying on the part of the con- 
sumer. The contrast perhaps is more 
pronounced due to the excellent busi- 
ness enjoyed in March by all stores. 
Naturally April will run behind in a 
majority of stores with Easter in 1928 


* falling within that month. 


Cold weather has added nothing to 
the buying spirit and retarded business 
to some extent. However, the latter 

rt of the week showed considerable 

provement. In popular priced stores 
the call for colored shoes has shown a 
strong tendency. It is the volume of 
footwear of a majority of stores. 
Patent leather is running second and 
is strong in this position. 

A check-up in a large store revealed 
that 3 colored shoes were sold to every 
2 patents. In colors the sun-tan field 

by a large majority with blue the 
nearest shade running a poor second. 
Mention was made that reds are dor- 
mant with little activity being regis- 
tered. The call for dark blues persists 
and moans are heard in those stores 
where this particular color was not in- 
cluded in the buying program. The 
lighter shades of blue are making their 
appearance but are not receiving the 

udits shared by the dark tones. 


New Peacock Shop 


PASADENA, CaL. (UTPS)—Highly 

tifying public response is reported 
fy Pasadena’ newest “elite” shoe shop, 

i Peacock Shoe Store at 415 East 
Colorado Street, under charge of P. 
Brandenburge, with Archie Cockrell, 
heretofore of the Bootery, Pasadena, as 
sales manager. Featuring the up-to- 
the-clock-tick in women’s novelties, the 
new store also carries the staple lines 
of the Boyed Welch Shoes which sell 
under the copyright title of “Peacock 
Shoes,” thus appealing to all the varied 
wants and tastes of the feminine foot. 

A ng’ department is included, 
with Mrs. Helen McGibney in charge. 


The factory representative of the 
Peacock Shoe Company, W. N. Bray- 
ton, is vice-president of the new organi- 
tation; and Mrs. McGibney is secre- 
tary-treasurer. 


Big Spring Business 
Generally Anticipated 


CINCINNATI, OHI0—The retail shoe 
business made a fine showing for the 
two weeks preceding and the two weeks 
following Easter, due to ideal weather 
conditions. Rain set in around the mid- 
dle of April and sales dropped off a 
little, but retail merchants expect this 
to be one of the most profitable spring 
seasons enjoyed in several years. 

Colors have been the big feature thus 
far, and even though the demand for 
them started almost ahead of the sea- 
son, their popularity has not waned. 
Sand, the beiges and the grays ure ex- 
ceptionally good, while blues, browns 
and greens are first-rate sellers. Quite 
a few whites are being sold at this 
time and merchants predict a good sea- 
son for them. 

New shades of green, yellow and pur- 
ple are being displayed in shop win- 
dows and it seems that the more deli- 
cate the shade, the more attention it 
attracts. Pastel shades are moving a 
bit slowly but merchants think there is 
of time to unload their 
s 


Snakes have been so good since the 
first of the year that some merchants 
are placing orders for beige water snake 
for May and June sales. Patent is 
consistently good and black kid is fair. 

eels on the new ones are higher, 
renging. in most shops from 18/8 to 
20/8. Many low heels are being shown 
also, but most of these are a bit nar- 
rower than those shown early in the 
season. 


Davis Joins Goldman 


New York, N. Y.—Irving Davis, 
who recently severed his connection as 
publicity manager for the national 
weekly magazine, Liberty, after serving 
in that capacity for three years, has 
been appointed advertising manager of 
the Julian Goldman Stores, Inc. Mr. 
Davis is acquainted with many retail 
merchants through his work as a trade 
journal editor prior to his connection 
with Liberty. In his new post, Mr. 
Davis will be in charge of the news- 
paper and direct-mail advertising for 
the 56 Julian Goldman men’s and wo- 
men’s apparel and furnishings shops 
operated throughout the country by the 
retail chain-store organization. He will 
make his headquarters at the company’s 
executive offices, 1107 Broadway, New 
York City. 


Williams’ Mother Dies 


St, Louis, Mo.—Mrs. Analize Wil- 
liams, mother of C. E. Williams, presi- 
dent of the Williams Shoe Company, 
died suddenly from a heart attack on 
Tuesday, April 16, at the age of 78. 
Mr. Williams had been visiting in Van- 
dalia, Ill. on Tuesday and upon his 
return found the doctors attempting to 
revive his mother without avail. She 
had ‘been in good health up to the time 
of her death. 


A brother, J. Bertram Williams, a | 


sister Mrs. Dora Eardley and C. E 
Williams survive their mother. 
Services were held in St. Louis with 
interment at Vandalia, Il). on Thurs- 
day April 18. 


WHERE TO BUY 


Women’s Novelties 


Im Stock $3 te $5 Sellers New Modern- 


istic Silks! 


BONDWAY 
PROCESS. 


flexibility. 
BOND SHOE COMPANY 132 Duane St., New York | 


WHERE TO BUY 


Shoe Ornaments 


MARTRI IMPORTING CO. 


Manufacturers and Importers 
BEADED 


CUT STEEL 
RHINESTONE 


SHOE ORNAMENTS 
245 West 34th St., New York City 


WHERE TO BUY 
Children’s Shoes 


A GOOD BUY AT 70c. 


As a fully ventilated shoe, 
the Burkley Ventilated 
Foot Developer is unex- 
celled. Well known sur- 
geons recommend its use. 


Burkley Shoe Co. 
1156 Ne. Main St. 
Brockton, Mass. 
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WHERE TO BUY 
Wooden Beach Shoes 


ON 10 DAYS APPROVAL 


H. RIEMER SHOE CO. Mfrs. 
& Vilet Milwaukee, Wis., U. &. 


A. 
29th 


WHERE TO BUY 
Slipper Supplies 


The right merchandise at the right price 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY 
608 Broadway New York City | 


Telephone Algonquin 6722-6723 


Opens 3rd Reed Store 


Los ANGELES, CALA new Dr. A. 
Reed Cushion Shoe Store has just been 


the other twe being at 616 South Olive 
Street and 6418 Hollywood Boulevard, 
Hollywood. These branches not only 


attest the growing popularity of the 
the Coast, but the 


‘work and conscientious effort of the 


owner, John C, Huggins, has put into 
his business. During the eight years 
that Mr. Huggins has controlled the 
franchise, his trade has steadily in- 
creased to such an extent that war- 
rants its expansion to the nearby cities. 


Retail Trade Good 
in Boston Stores 


Boston, Mass.—Retail shoe trade 
for the week ending April 20 was ex- 
ceedingly good. Despite the cold, wet 
weather, and the April 19 holiday, the 
week’s business was ahead of that of 
the preceding week. Sales, stimulated 
not only the movement of the special 
goods, but that of the regulars. Light 
colors, including white kid, with black 
patent leather or colorful trims; water- 
snake and kid, both in neutral and 
bright colors, were the best sellers in 
women’s shoes in children’s shoes, one 
house featured for the three-year-old 
leather combinations in watersnake, 
red, and other bright shades, in both 
ties and strap patterns. In men’s shoes, 
store managers report an increasing 
call for medium shades of tan. 

In hosiery, the sun-tan shades of 
chiffon lead; sun-tan lisle is growing 
stronger in the demand; the seamless 
sun-tan hosiery, simulating the bare leg 
effect, is meeting with a good response. 
Sport socks continue to move well, and 
are presented to the public in a wide 
variety of bright, all-over shades. An 
exclusive family shoe store has in- 
stalled a new line of hose for children, 
known as “socklings”; they are ankle 
height and are made of fine imported 
Saxony lisle with bright colo cuffs 
in interesting patterns; the prices are 
85 cents, 65 cents and 50 cents the pair. 

Bags and purses, as well as scarfs 
continue to be featured in store win- 
dows and interiors with shoes and 
hosiery for women; while some of the 
men’s stores show neckties in windows, 
beside hose, scarfs and shoes. Among 
the new patterns which continue to ap- 
peal to women buyers are the punched 
vamp and quarter effects, sometimes 
with inlays in contrasting shades. All 
heel heights from 12/8 to 24/8 are pur- 
chased, but the demand is on the 16/8 
to 18/8 in the new Cubans. 


Gude Entertainment 


Los ANGELES, CAL. (UTPS)—An 
evening of pleasure and entertainment 
was enjoyed last week by the employees 
of the two Gude’s shoe stores in Rain- 
bow Isle at the Mayfair Hotel. A 
seven-course banquet was prepared and 
served by a committee of girls from the 
North Broadway and Seventh Street 
stores. Victor Kemplon, assistant 
manager of the Seventh Street store, 
acted as master of ceremonies and in- 
troduced a number of specialty acts 
during the evening. The program was 
completed with dancing. 


Held Style Show 


Los ANGELES, CAL. (UTPS)—To 
stimulate spring les, Chester Wat- 
kins’ Boo 


powder blue and reptilian shoes 


‘water snake blendings. 


M, Watkins was formerly manager 
of ‘Wetherby-Kayser and Gude’s, Inc., 
of Los Angeles. 


New California Stores 


Los ANGELES, CaL. (UTPS)—Two 
new retail shoe establishments have 
been opened within the past two weeks 
in Azusa, a thriving community in the 
heart of the orange belt. 

Rex Strehmeier has opened a new 
store at 640 Azusa Avenue and is 
carrying a complete line of footwear 
for the entire family. 

The Rex Shoe Store has commenced 
business in the Haves building and in 
addition to the sale of all types of 
shoes has installed a complete repair 
shop containing the best and most 
modern machinery. 


Remodeling Shoe Dep’t 


Los ANGELES, CaL.—A complete re- 
modeling of the shoe department of the 
Broadway Department Store will be 
shortly started. The children’s section 
is to be moved to the third floor, where 
all children’s goods will be featured. 
Along the Hill Street side is to be the 
enlarged findings department. This 
will be in the shape of a large horse 
shoe and will also house the shoe e- 
partment’s hosiery department. At the 
— the shelving runs to the ceiling, 

ut the new fixtures will be about five 

feet high. A balcony will take care 
of the reserve stock. Buyer L. D.' 
Maupin expects all improvements wil! 
be completed by June 1. ; 


Strong on Sports 


INDIANAPOLIS, IND. (UTPS)—In- 
dianapolis Shoe Merchants, are ex- 

riencing one of the biggest demand: 
in sport shoes in the history of the 
business. The demand is so great and 
varied that both kinds of soles have 
entered into it, the hard soles and the 
golf or rubber sole. During the past 
winter the calls for sport shoes in- 
creased rapidly, and merchants kept 
buying in small lots, until the demand 
increased to a point where it was im- 
possible to supply the trade. Indoor 
sports, merchants say, has brought the 
unex business, and many of the 
stores are on, seg the bi sports 
shoe trade ever during t coming 
season. 


Lathrop with Goodrich 


MINNEAPOLIS, MINN. (UTPS)—M. 
B. Lathrop, formerly with Gotzian 
Shoe Co., St. Paul, Minn. and Foot- 
Schulze & Co., has been named foot- 
wear sales manager for Goodrich Rub- 
ber Co. branch here, covering northwest 
territory. D. H. Hollingsworth of 
Chicago division has had this super- 
vision. Mr. Lathrop is well known in 
the Dakotas, Montana and Minneso‘a. 


Robertson Off to Europe 


New York, N. Y.—Louis Robertson 
of the Robertson Leather Co., sailed for 
Europe on the Statendam, April 26, for 
a six or eight weeks’ tour, during which 
he will some of the sources of 


supply for his firm. He will visit the 
European reptile markets, particularly. 


} 
| 
GOLD SEAL 6536 Broadway, N.Y. | 
Wood ‘Sole Bathing Sandals 
. i Ladies’ and Men’s 
rs sired; durable 
| 
j 
| 
@ © 
POMPOMS AND ROSETTES 
FEATHERS 
— BOUDOIR, SLIPPERS 
Samples and quotations 
—— COLUMBIA MARABOU CO., Inc. 
opened at Long Beach. This makes the 
> i third Dr. Reed store in this district, Be 
- | Fourth Street, Santa Ana, held last 
weck its rst ‘annual sie show | 
ta Living models displayed the latest 
—_ modes of women’s footwear. The styles 
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_ Crystal —No. 20 


Smart women will choose shoes 
that match the darkest colour 
of the costume or the fur that 
trims the coat. 


all Shades in | Colin 
New Castle Tall and 


Kid Colours 


Cocoa and Chocolate Browns 

Trimming furs—Sable, Mink, Cocoa 
Caracul 

Creole . —No. 3-N Golden Browns 


Serge Blue —No. 1310 
Grotto Blue —No. 1300 


Dragon Vert —No. 1141 


Cocoa Brown—No. 50 
Suanee —No. 172 


Bright Dark Blues 
Spinach and Bottle Green 


Acajou —No. 1400 Dark Reds 
Dark Pansy —No. to50 Dark Purples 
Taupe Fox +—No. g2-N —— Fox, Beaver, Sum- 


Visit. our booth - Official Opening of Fall and Winter Leathers - 
Hotel —AStor, New York, May 7th and 8th, 1929; under thes 


auspices of Tanners Council of America. 


The Castle Leather Qo, 
e ew WCaslle 7 eather Co., C/ne. 
Samples by request to 1762 - 100 Gold reel, (New York 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 

Wheu advertisers desire answers to come in 


SALESMEN WANTED 


Salesmen must have car and must be able to give clear record, references 
and sales report of past two years’ performance. 


representative from two to fifteen department store accounts. 


IMPORTANT ANNOUNCEMENT 


All territories (excepting Eastern Pennsylvania and New England) open for 
the distribution of the New, Officially Approved ‘Sportster’ Girl Scout Shoe. 
Only high-grade salesmen who cover their territories intensively and call on 
Department store and the better class Retailers need apply. 


Will deliver to each district 


Salesmen must be competent to present national selling plan. Only one shoe 
in the line and some salesman now successfully selling high-grade women’s 
shoes may be considered, if competent, to carry this as extra line. 
A. Sandler (Girl Scout Shoe Division), 144 Lincoln St., Boston, Mass. 


“KOZY KOMFORT” SLIPPER SALESMEN 


A SPLENDID SIDE LINE PROPOSITION: for Buffalo, Central Western New York aoe 
INDIANA, OHIO, MISSOURI AND VIRGINIA. We 


lity at Prices that 
IN STOCK MERCHANDISE. All styles: 


SKIN SLIPPERS. Write full details: KOZY 


offer to active Shee Men traveling via 
roposition on our lines; well known \Wuality Merchandise, 


ADD 
K T SHOE MFG, COMPANY, 
1701 Richards Street, MILWAUKEE, WISCONSIN, 


WANTED 


A PRODUCER with estab- 
lished business who works his 
territory close, to carry our 
line exclusively in the follow- 
ing territories: Georgia, Texas, 
Pennsylvania, Kentucky, Ten- 
nessee. 


RAMSEY’S, INC. 
347 Rider Avenue, 
New York City, N. Y. 


Salesman Wanted 
To carry Stitchdowns in Mary- 
land, District of Columbia, West 
Virginia, Minnesota, 
North Carolina, North Dakota, 
South Dakota, South Carolina, 
Tennessee, western portion of 
New York State, Delaware, 
Arkansas and Nebraska. Side 
Line permitted. Straight Com- 
Address B-78, 
care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 


mission basis. 


OPPORTUNITY. calling on 


sou H and SOUTHWEST wanted to carry 
one of the most successful lines 
Mules and D’Orsays as a side line. 
STOCK department. Man 


priced turns welts. 
In Stock. Ten cent commission. Refer- 
ences. é care Boot and Shoe Re 
corder, Federal Heston," Mass. 

to as a side line 


established in this territory. Commissions paid 
weekly against accepted orders. 
I line and wonderful money maker. 


N with established trade to sell a 
line of shoes; oey open, New 


Pm Connecticut Address B-80 
Boot mt and Shoe 80 Federal St. Boston, 


ALESMEN WANTED—We have the fastest 


believe, ever manufactured. Salesmen make 


THE NODOR 3104 Grand ‘Ave, 
olis, Minn. 


LINE ghd FOR SHOE 


salesmen. 


money as side line. Shoes are right and pri 


accounts. National own 4 

earn commission. those » 
personality, and good 


references need apply. 


STONE SHOE COMPANY, INC. 
71 Fifth Avenue, New York, N. Y. 


Salesman Wanted 
For LOUISIANA, 
INDIANA, IOWA, MON- 
TANA and WYOMING to 
sell fastest line in-stock high 
styled ladies novelty shoes 
priced to retail at Five and 
Six Dollars. Offers real 
opportunity for big earnings 
and permanent connections. 


Address SHU STILES, INC. 
| 1330 WASHINGTON AVENUE, 


ST. LOUIS, MISSOURI 


prod priced line soft sole 
slippers and heels have some lucrative 
territory still open for experienced men. Com- 


mission basis. Give fal particulars in first 
letter. Vincent Horwitz oe. 64 West 23rd 


. Street, New York, N. 


SALESMEN ¢ to carry four samples. Ballets 

and women’s turn leather sole boudoirs. 

Prices right. Best line for money. Almost every 

retailer a prospect. Repeat mail orders make 

it exceptionally profitable line. Address B-91, care 

Boot and Shoe Recorder, 80 Federal St., Boston, 
ass. 


REAL OPPORTUNITY for salesmen who 
have the stamina and energy to go to work 
and show our line every day. States m at 
present: New York State, Arkansas and Louisi- 
ana, Indiana, Nevada, Kentucky and Tennessee, 
city of St. Louis. Other later. 
are not interested in an Want 
men to carry our line of In-Stock Leather House 
Slippers as side line. Must live on territory an 
cover same close by auto. Give full particulars 
in first letter. No drawing account. Weekly 
ements against orders received. Twenty 
men now successfully Easiest se!!- 
as commodity in shoe gam Maid Rite 


WANTED experienced shoe salesmen to carry 

popular priced shoe specialties on liber:! 
straight commission basis, in connection with 
lines they are now selling. Write = iving 


experience, territory covered and ty line 
now selling. Address B-90, care Boo: and Shoe 
Recorder, 80 Federal St., , Mass. 


92 
a 
Wel 
wit! 
plis! 
POSITIONS = our care 
= 4¢ per word. Minimum Charge 75c. i twelve words must be allowed for address. When ed- | the 
LINES WANTED vertisers desires replies forwarded direct to their address ~ Al 
4c per word. Minimum Charge 75c. =" 
ey each word of their address must be counted in the ad- be 
ALL OTHERS 
vertisement and paid for accordingly. wee' 
7¢ per word. Minimum Charge $1.25 of 
a ALL DISPLAY SPACE Payment in advance is required, except when regule: | 8 
> Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. | 
SALESMEN WANTED SALESMEN WANTED at three 
Street, 
hg Coast Salesman Wanted | Weer 
| care Box 
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4 i a complete line of spats and rhinestone shoe 
eat 4 { buckles, metal and cut steel buckles. Address corder, &( 
B-61, care Boot and Shoe Recorder, 80 Federal 
New York City, N. Y. 
; | 
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LINE WANTED 


TO LEASE 


MERCHANTS’ NEED 


LINE WANTED FOR 
PACIFIC COAST 


Well-known traveling salesman 
with splendid record of accom- 
plishment is desirous of securing 
a better-grade line of men’s or 
women’s shoes for the Pacific Coast 
trade. Is well acquainted with all 
the deparment store and shoe store 
owners and buyers of the entire 
territory from Denver west. Would 
be willing to make the Chicago 
west territory if so desired. Best 
ef references furnished. Address 
B-83, 80 Federal St., Boot and Shoe 
Recorder, Boston, Mass. 


ALBANY, N. Y.—Store location 85% to 90%. 

One door off busiest. corner in town on 
“right”’ side of street. Section best suited to 
retail cheap or popular priced shoes. 90% of 
out-of-town buses em directly in front of 
store. Street cars and local buses stop in front 
of door. Transfer point. New modern front 
installed six months ago. Store can be leased 
with or without fixtures. Size of store 14 x 38. 
Rental $245.83 per month. Length of lease 3% 
years. e consider this an exceptional —— 
and suggest that you act quickly if interested. 
Address B-85, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 


Te LEASE—Choice of first or second floor 

space in Lorain’s finest clothing store, on 
percentage basis. Men’s shoes only, to retail 
from $7 to $12.50. Direct connection with 
manufacturer preferred. Exceptional opportun- 
ity. H. A. Oehlke, Lorain, Ohio. 


XPERIENCED salesman selling best stores 
wants line of women’s snappy shoes to retail 
at three to five dollars. Also men’s in same 

. State of Alabama. vey best 
Address: Shoe Salesman, 1 N. 19th 


y TED—Good line men’s shoes, Chicago 

ee Good references. Address B-83, 
care Boot and ‘Shoe Recorder, 189 W. Madison 
Street, Chicago, Illinois. 


D#SIRE immediate connections with two lines 
either manufacturer or jobber women’s cov- 
ered heel pattern shoes and men’s pattern high 
and low cuts goodyear welts to sell chain stores 
and good general trade. Price from $2.00 to 
$2.45 with a discount to quantity users. For 
Louisiana and South Texas including all Border 
towns, make principal cities only. Established 
trade for past ten years. Must have drawing 
account, otherwise do not reply. Can put lines 
over. poe. Kosakofsky, 219 Texas St., Shreve- 
port, La. 


POSITION WANTED 


= 


POSITION WANTED 
Unusual Experience Now Avail- 


e 

h character and long 
ys’ and Girls’ shoes 

who is available to some manufacturer. He 

knows every part of the merchandising of these 

shoes from factory to retail outlet and would 

be of valuable assistance to any manufac- 

turer in this field. 

Apply to B87, Boot and Shoe Recorder, 80 

Federal St., Mass. 


a 
We know a man of pie 


Unusually Good 
Shoe Buyer 


and manager will want a position 
after June 1. He does not know 
it. This ad is being inserted b 
a firm that appreciates his abil- 
ity; but due to conditions feel it 
Mecessaty to cut expenses. He is 
especially good as value produc- 
tion manager, specially trained 
for department store work. Ad- 
dress B-89, care Boot & Shoe Re- 
ang 80 Federal St., Boston, 
lass. 


RETAIL shoe salesman wants position. 15 

years’ experience. Good recommendations as 

to character and ability. Address B-81, care 

ne and Shoe Recorder, 80 Federal St., Boston, 
ass. 


rat sell- 
Chains in 
‘ou want 
hoe Re- 


me? Address B-75, care Boot and 
corder, 80 Federal St., Boston, Mass. 


FOR RENT 


HOE department for rent, space in one of 

most progressive stores in city in Eastern 
Pennsylvania mat is a rating center for a 
250,000 population. Address B-77, care Boot 
ie Recorder, 80 Federal St., Boston, 


FOR SALE 


FOR SALE 
FAMILY SHOE STORE 


Thirty-five miles from Boston, 
45,000 population, best loca- 
tion in city, good lease, doing 
big business, modern front, 
store complete in every detail. 
Owner has other interests. 
Opportunity of a lifetime. 
Address B-86, care Boot and 
Shoe Recorder, 80 Federal St., 
Boston, Mass. 


HELP WANTED 


WANTED—Buyer and manager to open and 
operate a new Popular Priced Shoe Store, 
specializing on Factory Floor Shoes and Jobs 
in a Mid-West = of approximately 400,000 
Population. A splendid opportunity for an 
efficient, capable and honest man. Ample good 
references required. Party who desires to oper 
this store has ample capital for the business, 
but prefers a manager that has some ‘capital to 
invest, which was made by and through his own 
honest success. A splendid opportunity for the 
right man. Address B-79, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 


BUSINESS OPPORTUNITY 


A Large Responsible 
Czechoslovak Firm 


making hand woven sandals 
desires contact with a high 
grade selling and financially 
responsible organization. Guar- 
antee very best line 300,000 
pairs yearly. Samples on re- 
quest. 

Address. B-84, care Boot & Shoe 


Recorder, 189 W. Madison St., 
Chicago, Illinois. 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 
income in service fees. A new system o 
foot correction; readily learned by any- 
one at home in a few weeks. terms 
for training: openings everywhere with 
all the trade you can attend to. No capi- 
tal +> ny or goods to buy; no ncy or 
soliciting. Address Stephenson bora- 
tory, 21 Back Bay, Boston, Mass. 


Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc. in Season. 
Samples mailed free on request. 
EMIL RUBLACK 
140-142 West 
Betablished 19038 New York 


Shoe and Hosiery Cabinets 


April 27th—Retail Shoe Dealers can 
increase their sales by carrying 
side lines, especially if the line fits 
in with shoes. Our Cabinets do. 
Interesting colored illustrations in 
Plain and Modernistic Creations. 


Ask for Portfolio No. 11.X 


Tue Oscar ONKEN Co. 
611 W. 4th St. 
Cincinnati, Ohio 


WINDOW 


DISPLAY FIXTURES 


, 1929 pril 27, 1929 98 
re | | | 
é- 
| 
| 
1 
first 
Slale 
ing the largest Independents a 
Texas, Oklahoma and Louisiana. | SEGALLE 
PHILADELPHIA, PA. 
SEND FOR CATAIOGS 


TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, 


entire 
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Champions Twice 


Los ANGELES, CaL. (UTPS)—For 
the second consecutive season, the 
Young’s Shoe Company bowling team 
has captured the my em of the 
local Shoe Bowling League. The team 
took 39 out of a possible 56 games and 
finished the year with an average score 
of .696 per cent. Four of the Young’s 
players rank in the first ten places of 
individual scores for the league. 

The team is composed of the follow- 
ing players: Ray Gesner, James Mc- 
Nalley, Chris N. Nissen, Ben Engles, 
George Jaeckel and Paul Saylors. In 
average scores, Nissen leads the team 


for the season. His average was 
184.35. 
Pryor Opens Store 


MIAMI, Fia. (UTPS)—Fred Pryor, 
formerly in the shoe department at 
Burdine’s, one of the leading depart- 
ment stores in Miami, is the owner of 
a new bootery, just opened. It is known 
as “Pryor’s,” and is located in the 
Seybold Arcade. Only high grade 
shoes for women are carried, ializ- 
ing in lines runni from .50 to 
$12.00 per pair. e store features 
Menihan arch-aid shoes. 


New Arch-Aid Shop 


Los ANGELES, CAL. (UTPS)—The 
Arch-Aid Shoe Store was opened for 
business last week at 32 N. Marengo 
Avenue in Pasadena. The shop is 
managed by L. D. Skala, who has had 
fourteen years experience in the fitting 
of corrective shoes. On the opening 
day, a pair of high class silk hosiery 
bean given free with every purchase of 

oes. 


Goes on Radio 


JACKSONVILLE, FLta. (UTPS)—The 
Pied Piper Shoe Shop, dealing in shoes 
for juveniles only, is putting on a 
children’s program over the Jackson- 
ville radio station WJAX every week. 

he program is meeting h much 
favor and according to the manager 
of the local store is resulting in many 
new contacts. 


Berland’s in Des Moines 


Des Mornes, Iowa (UTPS)—Wal- 
nut Street, better known as Shoe Row, 
added another beautiful shoe shov to 
its credit last week when Berland’s 
moved in at No. 716. This store fea- 
tures one price only, that of $5.50, and 
as well handle full fashioned nure silk 
hose in all shades at $1.35 a pair. 


Hubbard a Manager 


San Dreco, Cat.—cC. W. Hubbard 
has been appointed manager of the 
local Wetherby-Ka: shoe store. Mr. 
Hubbard is well in this city, 
having been connected with the I. - 
ler Shop for a number of years in an 
executive position. 


H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help: to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 


Yiywood -Y ikefield 


- ¥.; Chicago, IIL; City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelph .Mo.; 


ind Oregon; San Francisco, Calif, 


New Van Bellen Shop 


MONTEBELLO, CAL. (UTPS)—With 
Ha Poor in charge, a new Van Bel. 
len Shoe Shop has opened at 517 Whit. 
tier Boulevard, Montebello, the Va 
Bellen Shoe Shop No. 1 being at Whit- 
tier in direct charge of Mr. Va 
Bellen. 

While this firm specializes in the 
school-child’s shoe needs, ample stocks 
are carried for men and women also. 


Remodeling Store 


San Dieco, Cat. — Weggenman' 
Bootery is being remodeled into an ex 
clusive man’s shoe store. When th 
new front, fixtures, shelving and floor: 
ing have all been completed, a “real 
store” will make its bow, and th 
dream of the proprietors to give men 
a comfortable, attractive place in which 
to buy shoes, will be realized. 


_ Eighth Store Open 


HUNTINGTON PaRK, CaL. (UTPS)-— 
Southern California’s fast-growing 
cash shoe-store chain, the Star Shoe 
Company, has opened its eighth store 
locating it at 6519 Pacific Boulevard 
Huntington Park, the opening being 
under the personal supervision of D. 
A. Schoen, head of the firm. 


Trading Up 


BIRMINGHAM, ALA. (UTPS) — 144 
shoe department at the Ideal, which 
has been featuring shoes at $3.15 and 
$4.95 has added a line selling a‘ $5.% 
according to G. Barker, manager. 


94 April 27, April 
|| 
| 
Set 
assorted. 
1 Preise for Sumples of Window Fabrice 4 
THE HECHT FIXTURE CO. 
283 South Wells St. CHICAGO 
LABELS 
EXCLUSIVE BUT NOT 
AMERICAS GRAATEST 
WANTED TO PURCHASE 
entire or surplus stock com- 
ee, municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
a 624 Broadway New York 
aoe) ae or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 
a 596 Broadway, New York, N. Y. Z 
d 
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"Nearly every person who 
enters your store is a pos- 
sible purchaser of Repco 
Brushes and Daubers. 
Display Repco Brushes 
and Daubers prominently 
and call your customers’ 
attention to them. Take 
advantage of this fine op- 
portunity for additional 
findings profits. @|Repco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. (Repco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 


finest stock and finish. 


For ‘Sale ‘chad Findings Dealers 


| United Shoe Machinery Corporation 


_ J. K. Krieg Company, 39 Warren Street, New York City | 
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N the first issue of May we will aid 

the anticipation of shoes for fall 
and winter selling. The Joint Styles 
Conference, developing as it has from 
a little meeting of a dozen pioneers, to 
a great multi-lateral industrial con- 
ference of one thousand or more men 
from all branches of the trade, steps 
into greater usefulness. 

We are bending every effort to make 
the Color Conference of May 8 of 
greater value than simply approving 
the colors and specifications for a fall 
run, In the issue of May 4—how we 
take the color report to our merchant 
subscribers, constituting a sympathetic, 
invisible group of advisory subscribers. 

Our new strategy is to prepare the 
merchant for a complete understand- 
ing of the Joint Styles Conference by 
making this issue an instrument of an- 
ticipation of the colors selected, and an 
instrument of assurance to the mer- 
chant that what he buys now will be 
salable next fall, and that it profits 
him most to start in buying early. 


HE Recorper has a definite mis- 

sion and responsibility to perform 
in educating the retail shoe salesmen 
of America. No series of articles has 
ever thumped the cash register better 
than the one now running by O. K. 
Johnson, former associate editor of the 
REcorDER, and continuously a contribu- 
tor to our pages. When he paints a 
picture of the “customer who is critical 
and cranky” in our issue of May 4, 
expect to hear arguments pro and con 
between proprietors and clerks. No 
study of actual customers was ever 
more to the point, for these pen pic- 
tures come out of an experience of 25 
years at retail. O. K. knows his public. 
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VULCO-UNIT 
BOX TOES 


FOR SCHOOL AND 
PLAY SHOES 


Sve is essential today even in children’s 
school and play shoes... . Yet, above all... 
children’s shoes must be durable. At the 
toe... where style is most evident ... where 
the wear comes hardest ... Vulco-Unit Box 
Toes provide the ideal combination — 
lasting style and comfort together with 
rugged wearing qualities 


“BECKWITH MANUFACTURING Co. 
Manufacturers of Vulco Products 
STATLER BUILDING - BOSTON, MASSACHUSETTS 
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